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Decision on Lloyd’s 
Fails to Stir Much 
Enthusiam in N. Y. 


Judgment Would Avail Little as 
Funds Could Not Be Reached, 
Is the Opinion 


DISPUTES ARE INFREQUENT 





American State Laws Called Bar 
to Admission of Lloyd’s Un- 
derwriters in U. S. 


Much interest has been displayed 
among underwriters and brokers in 
New York City over the decision last 
week in the United States Circuit 
Court of Appeals to the effect that 
Lloyd’s underwriters of London can be 
sued in American courts. However, the 
prevailing sentiment appears to be that 
this decision, if sustained, will have 
practically no effect on the question of 
American insurance relations with 
Lloyd’s of London. 

Last week’s decision was not on the 
facts of the Bobe Jewel case, but dealt 
with the matter of judisdiction, and 
therefore the case has attracted nation- 
wide attention. Many have felt that if 
Lloyd’s could be brought under the jur- 
isdiction of American courts then all 
litigation could be tried in this country 
and disputes would not have to be taken 
to England for settlement. On the 
other hand, most underwriters and 
brokers having dealings, indirectly or 
otherwise, with Lloyd’s, declare that a 
victory on jurisdiction is empty, because 
Lloyd’s underwriters have little or no 
money in the United States in their 
Own names. 


Few Disputes with Lloyd’s 

In addition, the general feeling is that 
Lloyd’s underwriters are eminently fair 
in the form of fire reinsurance; there- 
fore the present status of Lloyd’s is 
Perfectly satisfactory from a financial 
point of view. In reality, Lloyd’s un- 
derwriters do not transact a large bus- 
iness directly with the American public, 
but carry on the bulk of their business 
in the form of fire reinsurance with 
American insurance companies, with 
leading jewelers, or with large Ameri- 
can shipowners who are more interested 
in Lloyd’s rates and security than in 
the location of the underwriting offices. 

On the matter of jurisdiction Lloyd’s 
underwriters maintain stoutly, of course, 
that the institution of Lloyd’s is not 
a single corporation as far as liability 
for losses is concerned. There is a cor- 
Poration of Lloyd’s, but that exists only 
to control the practices of Lloyd’s un- 
derwriters, according to friends of 
Lloyd’s and this corporation has noth- 
ing whatsoever to do with the liability 
of the individual underwriters or groups 
of underwriters. Comparison is made 
with the New York Stock Exchange, 
which is a corporation, has officers, 
tules, and requirements, but still, the 

(Continued on page 18) 












































Assurance Company, Ltd., 
of London 
we 100 William Street, New York 
A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 
Excellent Service and Facilities 
Indemnity Company 
75 Maiden Lane, New York 
amare ——— ee | 

















A factor 
in your choice of a company 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 
its service policies should offer agents every possible benefit and assist- 
ance. 

North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual rieks, and 
extensive national advertising in the interests of the North America 
Agent. 


Insurance Company of North America 
PHILADELPHIA 
and the 
Indemnity Insurance Company of North America 
write practically every form of insurance except life 




















The Peak Load 


To maintain his maximum Peak Load of production, and thus derive 
the utmost income from his work, the Fieldman needs every reasonable 
Home Office aid—quick decision on applications, quick issuance of 
policies, quick handling of beneficiary changer, quick making of loans, 
and, above all else, immediate payment of death claims. Add to these 
a comprehensive Sales Help Service, such as Home Office publications 
and literature. 

This Company is unexcelled in these various services. And it is con- 
stantly making improvements. 

We have places for men and women who are content with nothing 
less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 

















John Hancock 


Had Year Of Its 
Greatest Progress 


Company Has Assets of $368,818,- 
072 and Insurance in Force 


of $2,232,076,863 
CROCKER READS FIGURES 


Impressive Sixty-Third Annual 
Statement; Company Makes 
Innovations in Its Coverage 


It was a story of splendid gains in all 
directions, of progress with several in- 
novations which have been made in 
the past year, that was told at the an 
nual meeting of John Hancock general 
agents and superintendents in Boston 
this week. ‘There was a two days’ con- 
vention, every feature of which was 
enthusiastically followed by the enter- 
prising field men of that very impo.:tant 
conmlipany. 

The convention opened with the an- 
nual meeting of policyholders at noon 
on Monday at the large auditorium o! 
the company. [very seat in the hall 
was filled as every policyholder is in- 
vited to attend this meeting. Some have 
been attending these meetings faithful- 
ly for decades as it was the sixty-third 
annual statement which was read by 
a president of the company. Following 
a ballot on some directors President 
Walton L. Crocker read his annuai re- 
port. He was satisfied to occupy him- 
self with mere chronicling of the facts 
and figures of the year 1925, making no 
comments. He said in part: 

“The standing of the company at the 
close of business December 31, 1925, 
showed assets of $368,818,072; insurance 
in force of $2,232,076,863; safety fund 
(surplus) of $30,511,805. 5 

The gain in assets was $35,621,018.35 
or 10.6%, and the gain in insurance in 
force equaled 9.8% over December 3lst 
preceding. The excess of assets over 
liabilities ($30,511,805.67) equaled 9.6% of 


the general policy reserve. 
Writings for 1925 


“The new insurance paid for during 
the year amounted to $383,335,035 or an 
increase of 13.6% over the year preced- 
ing. The ordinary totaled $212,358,460 
and the Weekly Premium $170,976,575, 
in both cases being the high record in 
the company’s history. Of the paid-for 
insurance in force $1,256,705,087 is Ordi- 
nary and $975,371,776 is Weekly Pre- 
mium. 

“There are 824395 Ordinary and 
4,679,631 Weekly Premium policies in 
force, making a total of 5,504,026. 

Fine Interest Returns 

“The death claims paid during the 
year, $17,911,524.55, approximated the 
favorable standard of the past several 
years, being 54% of the amount ex- 
pected and provided for in the pre- 
miums of the Ordinary Branch and 67% 
of the expected in the Weekly Premium 
Branch. The interest return continued 
at a satisfactory level. Economies in 
operating expense resulted in substan- 
tial measure through improved effi- 
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ciency of organization and methods. E. E. RHODES PRAISES DARBY came the cashier and confidant of the edge, as well as auditing their accounts. 
These factors have made possible a still general agent. It was in the course of preparing for 
further reduction in policyholders’ costs “One of his first endeavors was to [ 


for 1926 through increased) premium 


thatements or dividends which have 
been apportioned for that year and are 
included in the liabilities herein shown 
“The gross premiums of the year 


increase 
year. In 
$16,823, 


$76,029,407.42, 
the 


amounted to 
of 10.59% 
terest and 
170.01 or an 

“The total 
statement to 


all 
over 
rent 


previous 
avyvregated 
of 8.87% 
income as shown by 
the Massachusetts In 
Department was $90,562,318.31, 
10.63% 


INCASE 

gross 
thre 
SUTANCC 


all mcrease ol 





WALTON L. 


CROCKER 


“Investments made during the year, 
exclusive of loans on the Company's 
policies, totaled $61 ,738,200.46. Fhe tol 


this total: 
$29,959,269,29 
17,250,997.15 
Bonds ;. 5,470,624 32 
Other Public Service Bonds  8,091,576.25 
Federal, State and 
Municipal Bonds 


the divisions of 
Karn Mortgave 
City Mortgage 


Railroad 


lowing are 


965,693.45 


$01,738,260.46 
sum oof new money, in 
reinvestment of maturing 
Was put out at an averaye 
5 SY for all classes 


“The entire 
cluding the 
obligations, 
iiterest return of 
ol mvestment 


“The investment total at the close of 


the vear, with its major details, is set 
out im the Asset account. The interest 
realized upon the mean invested assets 
during the vear was at the rate of 
J.0/ ‘fo. 

“The aggregate sum of Policy Pay 
ments was $36,623,654.87, or an average 
of $122,079 tor each working day. There 
was added to the policy reserves the 


sum of $29,203,528, making the total paid 
and laid aside on policyholders’ account, 
exclusive of welfare work, in the vear, 
£05,827,182.87. 

“These figures raise the payments on 
poheyvholders’ account organiza 
tion, plus existing reserve, to the sum 
of $709,895, 386 


since 


New Insurance Features 


“The issuing of two new kinds of in- 
suranee hitherto not issued by the Com 
pany began January 1, 1926—namely, 
Wholesale and Salary Deduction. These 
are outgrowths of the Group Insurance 


principle and are already extensively 
practiced in the life-insurance world 
Wholesale) Insurance partakes some 


what of the nature of Group Insurance, 
but is upon small not reached 
by Group, and the policies are indi 
vidual. The plan of Salary Deduction 
Insurance is merely a plan of individual 
insurance on masses, large or 
small, of employees with the co-opera 
tion of the emplovers. 


Masses 


issued 


These 


two sup- 
plement and complement Group) Insur 
(Continued on page 6) 


Mutual Benefit’s Vice-President Writes 
of Late Auditor Who Joined Com- 
pany 57 Years Ago 


Vice-President Edward EE. Rhodes, 
of the Mutual Benefit, pays a glowing 
two-page tribute in the company publi 
cation “The Pelican” to the late Clifford 
W. Darby, the company auditor, who 
entered the service of the company fifty- 
seven years Mr. Darby died re 
cently at the age of 74, while preparing 
for a trip to visit the company agencies 
in his capacity as auditor. Mr. Rhodes 
has written in part: 

“Vifty 


avo. 


scven years ago a young man 
seventeen years of ave entered the 
service of the general agent of the 
company at St. Louis, Missouri. That 
was the beginning of a long. service, 
the like of which in some respects has 
no parallel in’ the company’s history. 
He had a hard taskmaster, and the 


boy’s life was not an easy one, but he 


was not to be deterred. To Clifford 
W. Darby the work of an. office boy 
could not have been drudgery. The 


daily task became an opportunity which 
was quickly embraced, and the boy be- 


acquaint himself with the principles of 


the yvreat business in which he was 
cngayved in a minor capacity. The boy 
had to get his information where and 
as best he could. Where he got it is 
not known; but he became one of the 
best informed men in the business ex- 


cepting only those who were trained in 
the intricacies of actuarial science. My 
first personal contact with Mr. Darby 
came many years ago. His name was 
a familiar one in the home office, be 
cause his agency correspondence was 
a model of clearness and conciseness, 
and his accounts were always correct 
to the penny. 

“When the general agent at St. 
Louis died Mr. Darby succeeded him, 
and held the position with great credit 
to the company for several years. In 
1911 he retired in order to have time 
to do things that he really wanted to 
do since his boyhood. These were to 


cultivate the land and read. The lure 
of the company, however, was too 
strong, and he was soon back in its 


ranks as an auditor, but more as a 
mentor, visiting the company’s agencies 
and giving them of his store of knowl 


one of these trips that he was stricken 


with his final illness. On Novembe; 
twenty-first word came over the wire 
that Mr. Darby has ‘slipped away 
peacefully. He could not have gone jp 
any other way. 


“No one ever knew Clifford W. Darby 
to do a mean or unkind thing. He had 
a burning hatred of wrorig and pretense 


and sham. Ele was a man of strong 
convictions, but he never quarrelled 
with those who had an honest. differ- 
ence of opinion. Whatsoever things are 
truce, whatsoever things are honest, 


whatsoever things are just, whatsoever 
things are pure, whatsoever things are 
lovely, whatsoever things are of good 
report, were sacred to him.” 


INDIANAPOLIS LIFE’S GROWTH 

The Indianapolis Life made a gain of 
$8,372,000 in its insurance in force dur- 
ing 1925 over the preceding year, with 
a total volume of $55,000,000. Its pre- 
mium income for the year, amounting to 
$1,541,566.98, also showed an increase of 
$210,224.46 over 1924. The assets at the 
the year reached $5,475,000, 
which is a gain of $863,000 over the pre- 
ceding twelve months. 


close of 
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Fidelity Union Trust Company 
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Newark, New Jersey 


15 Pe — 
Federal Reserve 


System 


























1926 


—=—_=_= 


counts 
ng for 
tricken 
/ember 
€ wire 

away 
‘one in 


Darby 
le had 
‘etense 
strong 
rrelled 
differ- 
ZS are 
honest, 
soever 
RS are 
~ good 


NTH 
rain of 
e dur- 
*, with 
S pre- 
ting to 
‘ase of 
at the 
175,000), 


ic pre- 




















February 12, 1926 












OS THE E ASTERN 


— UNDERWRITER ene oe 









ss 
OY $ 





Page 3 





Trying To Stop Group 
Insurance Rate War 


BEHA GOES TO LEGISLATURE 





Tells of Keen Competition; Origin of 
“Cost Plus” Policy; Meetings of 
Companies Here 


In his memorandum with respect to 
the proposed bill amending Section 101-a 
of the New York Insurance Law, rela- 
tive to premiums on group insurance, 
Superintendent Beha says to the legisla- 
ture : 

“Group life insurance policies are usu- 
ally issued on what is called annual re- 
newal term rates. In other words, no re- 
serves are put up except enough to carry 
the insurance for the balance of the 
policy year. No reserve is accumulated 
as in the case of ordinary life policies or 
endowment policies on long term poli- 
cies. 

“The business has grown in the last 
ten years remarkably until now six com- 
panies on December 31, 1924, a year ago, 
had total business of over three billion 
dollars of group insurance. Three of the 
companies, namely the Metropolitan, 
Prudential and Equitable, did business 
cn the participating plan. Three other 
companies, namely Travelers, Aetna and 
Connecticut General, did business on the 
non-participating plan. 


Competition Keen 


“Competition with this business, espec- 
ially on large risks, has been exceedingly 
keen but there has been no tendency to 
cut rates excessively until the latter part 
of 1925 and then competition to get large 
risks reached a stage where there was a 
rate war threatened. A rate war would 
result in all of this business being writ- 
ten by the non-participating companies 
as they undoubtedly could afford to 
write the business at a loss for a few 
years inasmuch as under their contracts 
they can re-rate at any time and if the 
participating companies were driven out 
of the field, they then would have the 
field for themselves. The mutual com- 
panies could not enter into a rate war 
which would result in a loss on this busi- 
ness at the expense of other classes ot 
policyholders. They therefore, in case of 
arate war, would be handicapped to such 
en extent that they would be driven from 
the field. 

“Group insurance, like other insurance, 
is written upon the theory of doing the 
business practically at about cost, the 
non-participating companies making very 
little profit and the participating com- 
panies returning what profit is made to 
the policyholders. In fact, the beginning 
of the trouble in the group business was 
the issuance by the Prudential early in 
1925 of a policy which was known as a 
cost plus policy in which after the first 
three months, the premium for each suc- 
ceeding quarter would be the death losses 
of the preceding quarter, to which a 
small loading would be added for ex- 
penses, about 8% after the first year. 


First Year Expenses 


“First year expenses in group business 
generally run around 20%, but the ex- 
penses drop to about 8% including taxes 
after the first year. Therefore, a com- 
pany which had this business upon its 
books for a year is in a better position 
to protect the business for’the reason 
that the new.company must pay the 
initial expenses which would make the 
premium so high that very little twisting 
can be done. 

“The Department received information 
that to meet this so-called cost plus plan 
some of the non-participating com- 
Panies were offering to cut the rate 15% 
and 20%, which would bring the rate be- 
te the net American Men Ultimate 

lable 314% rate. In ordinary life in- 
surance any such cut as this would im- 
mediately react upon the company’s fi- 
nancial condition because it would-have 


(Continued on page 12) 














It Hinders 
Progress 


W 


We need in our daily living the spirit 
that loudly affirms “NOW.” — Deter- 
mination is the thing, for determina- 
tion casts off self-pity and thus we are 
able to see the big, the grand, the beauti- 
ful things of life and our part in them. 
If youare taking yourself too seriously 
and would have joy and happiness, 
jump into the game to serve others and 
you will find that by forgetting self you 
have become conscious of the meaning 
of service. Then, and only then, will 
it become clear to you what our old 


friend Shakespeare meant when he said 


“Love thyself last.’ 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. DurrieLp, President 








Prof. Riegel’s Talk 
On Insurance Trusts 


ADDRESSES PHILADELPHIA CLUB 





Sees Advantages And Disadvantages In 
Both Life Insurance Plan And 
Trust Company Method 





Robert Riegel, professor of insurance 
and statistics, Wharton School of Fin- 
ance and Commerce, University of 
Pennsylvania, gave a talk at the Busi- 
ness Science Club of Philadelphia on 
January 15th on the subject of life in- 
surance trusts. He made the,statement 
that about $500,000,000 in claims are 
paid annually by life insurance compan- 


ies and that fully 90% of this is in lump 
sum. 


Under the income plans of: the life 
insurance companies the proceeds of the 
life insurance are to be handled by-the 
company after the insured’s death but 
the directions for doing so are compar- 
atively simple. The National Associa- 
tion of Life Insurance Counsel has 
wisely gone on record’ as. advising 
against the use of complicated arrange- 
ments which are difficult to execute, al- 
though in a few states the trust powers 
of a life insurance company are broad 
by statute. “Nevertheless contingencies 
frequently arise for which no provision 
has been made and the lack of discret- 
ionary power prevents the insurance 
company from _ satisfactorily meeting 
such. situations,” said Professor Riegel. 
After giving examples of this Professor 
Riegel said in part: 

“It must not be supposed that the 
life insurance plan is without advant- 
ages. In the first place, the company 
administers the proceeds without charge 
and to small estates this is an induce- 
ment. The proceeds are intermingled 
with the other investments of the life 
insurance company and preserved with 
the greatest security because it has the 
safeguard of diversification in invest- 
ments. These are distributed between 
bonds and mortgages, railroads, indu- 
strials and public utilities, domestic and 
foreign corporations, as well as scattered 
geographically over all parts of the 
country. Thus a loss on a particular 
security is an infinitesimal part of the 
whole. Suppose a life insurance com- 
pany with 250 million dollars of insur- 
ance in force purchases $100,000 of rail- 
road- bonds which depreciate one-half in 
value. This is an extreme case and yet 
the holder of a $50,000 life insurance 
policy individually would lose but $10. 
At the same time the life insurance 


- company promises a return of at least 


3% and probably pays as much as 4.7%. 
Furthermore, in some states legislative 
acts ‘protect the proceeds of the policy 
from creditors of the insured. But such 
statutes may not furnish protection to 
a beneficiary who moves out of the 
state. 


A Defect 


But one grave defect of the plan is 
that the insured may fail to continue 
the premium payments, thus defeating 
the purpose. Furthermore, in his ef- 
forts to provide for various beneficiaries 
he probably takes out separate policies 
in different companies and these- give 
some trouble to the executor of admin- 
istrator of the estate. The funds of 
each ‘beneficiary are intermingleduwith 
those of others and he merely receives 
the average _rate.of return, which some 
would probably consider a disadvantage. 


“ 


While beneficiaries are protected. against 


creditors of the insured, there is noth- 
ing to- prevent them from.assigning the 
instirance proceeds for ,the benefit of 
their own creditors, except in states 
where restraint statutes exist. Some of 
these statutes, it might be pointed out, 
are so worded as to apply to policies is- 
sued by domestics companies, i. e., in- 
corporated in those particular states.” 

in discussing trust company plans he 


(Continued on page 13) 
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To the Policy-Holders of 
New York Life Insurance Co. 


‘tnd Qomim 396 BROADWAY, NEW YORK,NY. “ESS 


Laws of New York 

















I [FE Insurance is not a commodity; it is service, scientific social service. Its beneficence, however, is not limited to paying 

4 death-claims. It touches society at many points and renders many services of which few people ever think. As _policy- 
holders you are public benefactors, not merely because you have protected society by protecting your dependents, but because 
you are advancing human efficiency and human happiness through the beneficent activities of this Company’s assets. 

The assets of this Company benefit both the insured and the uninsured. They reach all—even as the rain falls on the just and 
on the unjust. 

In the year 1925 the Finance Committee invested in securities that demanded discrimination and judgment 


$151,371,950.10, to yield on the average, 5.36% 


Analyze th; al; 1: “e see » widely ; lirectly it touches and In bonds secured by mortgages on railroads, covering mileage locatea in 31 
alyze that total and yot paige = ig how w idely and direct! 4 States and the District of Columbia........-.......0.csccscesccceseccuscecucees $10,975,826.37 
helps the community at large. Thts is the picture 
This Company has long been a large investor in Railroad Bonds. It 
s caeaiiash: Seeane ; rr ¢ 7 ( ne 33%. : ; ’ ei OS a : aa 
MUNICIPAL BONDS: A capital investment of $1,044,177.06, to yield 4.33% fought vigorously to secure the Transportation Act of 1920 under which 
REAL ESTATE MORTGAGES: During 1925 the Committee made 6,895 the railroads of the country have been rehabilitated. The twenty-one mil- 
separate mortgage loans in forty-one States, the District of Columbia and lions and over invested in 1925 is a part of the total which appears in the 
Canada, aggregating $93,534,753.22, to yield 5.57%. These mortgages in balance-sheet below, $325,062,694.07.. That total is in turn a part of the 
detail were divided as follows: service to the country which is constantly being rendered by the railroads. 
$151 Loans on residential property, representing = capt‘al investment of $28,562,17388, =8=PURBLIC UTILITY BONDS: Here in 1925 the Committee made a capital 
Loans on apartment and housing projects, a capital investment of $26,327,240.00, investment of $35,376,644.27, to yield 5.04%, as follows: 
moda families. t t ilies. =" 3 
a pre on — ee a nese healing - $32,801,731.10. In bonds secured by mortgages on gas, electric light and power properties..... $25,605, 115.07 
939 Lcans on farms, a capital inves:ment of $5,843,608.26. In bonds secured by mortgages on tel:phone properties.....................0004. 9,771,529.20 
Capital soundly invested in Mortgages on Real Estate is safe; it yields Public Utility enterprises represent a relatively recent development, and 
good return, and renders a genuine public service. Your investment in are closely allied to all the comforts, conveniences and necessities of present- 


mortgages of over ninety-three million dollars in the year 1925 appears day life. Your investments in bonds of this class in the year 1925 repre- 
in the balance-sheet below as part of your total investment in mortgages sent properties operating in twenty-five States in which dwell approx- 
amounting to $353,627,202.42, That total is divided into exactly the classifi imately 73,000,000 people. — These institutions have 13,000,000 consumers and 
cations | have made of the investments of 1925 and is all equally useful. a fixed capital investment of three thousand million dollars. Through your 


RAILROAD BONDS: In this class of securities the Committee in 1925 made investment of over thirty-five million dollars in 1925 and your earlier 
a capital investment of $21,416,375.55 to yield 4.99%, as follows : investments of the same sort you have become a considerable supporter 
in thonds socmed by mortgages on bridges and teradnel preperties........... $ 1,558,365.00 and a definite part of that great and indispensable modern development. 
In equipment trust certificates secured by locomotives, freight and passenger every dollar of the total investment in public utilities is hard at work 

DUI cusicuxinscianteensdiestehceranacasteteecatsaes Sigetaansia sakes 8,882, 184.18 adding to the sum of human comfort. 


In the balance-sheet below the activities of the Finance Committee for the year 1925 and in previous years are projected on a 
larger screen. After eighty-one years of business the Company’s assets on December 31, 1925 (taking bonds at market value), 
amounted to $1,149,471,556.02.. We are not here considering the strictly Life Insurance function of that accumulation, which 
of course is its first function. We are emphasizing the fact that every dollar of that huge sum is working every minute in the 
public interest, something you as policy-holders seldom think of, something the public is scarcely aware of. You insured your 
lives in this Company primarily to protect your old age and your dependents. You performed a good deed. Good deeds go far. 
They illustrate the truth of what Portia says in the “Merchant of Venice”: 
“How far that little candle throws his beams! So shines a good deed in a naughty world.” 

Your policies are separate candles; they shine far.—DARWIN P. KINGSLEY, President. 


EIGHTY-FIRST ANNUAL STATEMENT 


Outstanding Insurance, December 31, 1925.......................0..--. $5,219,000,000.00 

ee | 2 ae ee RO re ee 844,000,000.00 

Earning power of Assets, including cash in bank, Dec. 31, 1925............ 5.06% 
BALANCE SHEET, January 1, 1926 

Bonds at Market Value as determined by the Insurance Department, State of New York. 

ASSETS 

















| LIABILITIES 
Real a 5: PRRRRSRDT: | Belacy AS. ei ook So sik coc he iw i ea $ 891,961,916.00 
ee on ellie tae 59,765,525,60 Other Policy: Wimbilitiag....«.. coc sooo6 ods oeisonws decnccinnséens 37,107,183.70 
On Residential and Business Properties..................... 293,861,676.82 | Dividends left with Company to Accumulate at Interest...... a pore 
NN i sid, ake ina cevvoaedaacesdlbathcone 179,465,848.35 | Premiums, Interest and Rentals prepaid..................... 2,887,937.94 
aoete - = ROO IEUNR 6.5655 oskas.cncauuwin cade sara _ §9,836,660.00 | Taxes, Salaries, Accounts, Ott, GUS GF BCChIER.. o...s66s. 5 + 10,694,414.65 
ailroa DE ait Sag are onset Sei Gaia uae bok ene. 325,062,694.07 | Additional Reserves 24,880,010.00 
Bonds of other Governments, of States and Municipalities... . 99,407 ,262.06 | + Pn eg aati 
Ns linen cepacnaaece 79,255,1890.90 | Dividends payable in 1926..........................--seeeee, — 
Cash, including Branch Office Balances....................... 4,661 367.16 | Reserve for Deferred Dividends ............................5. 507,325.00 
ROMER 52 iis hhc ai a eck Sede Sin ckidadocen Suaczma ccd secs 40,016,402.99 General Contingency Funds not included above................ 101,096,549.33 
Bs sara owes diners LEciednndbndedoden ven tuuttiosenssasnl $1,149,471,556.02 | PRI sass 5 Gps ay aya dae Siang ates aint aig ee emai cfac e p O e $1,149,471,556.02 
= at = —_ 
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Mass Insurance Trend 
Seen by W. L. Crocker 


KEEPING PACE WITH TIME 


John Hancock President also Makes 
Comment Upon Insurance Super- 
vision; News Announcements 


Walton L. Crocker, president of the 
John Hancock, read his anual report 
to the stockholders meeting without 
comment or philosophy of any kind, not 
even diagnosing business conditions or 
seeking to pose as a prophet. The bare 
recital of large and impressive totals 
he regarded as enough for that occa- 
sion, but when he addressed the con 
vention of general agents and superin 
tendents later in the day he was a dif 
ferent man. Surrounded by his produc 
tion representatives he interlarded news 
announcements about non-medical lim 
its and conditions, and other <hronie 
lings, with comments, sometimes largely 
of a reflective nature, relative to the 
direction of the currents in the life in 
surance stream, 

It has been a busy and an important 
vear for the John Hancock president. 
Although from date of incumbency in 
his present high office he has been an 
outstanding figure he undoubtedly has 
grown in official stature and has oecver 
been so much in the heart of things as 
at the present time. A man of great 
virility and of overflowing spirits, with 
a youthful and cheerful viewpoint, In 
has the luck to be in splendid health 
The John Hancock is setting a new 
pace and his enthusiasm and that of 
other officers is catching in the field. 
It was especially in evidence at the con 
vention this week. 


Innovation In Two Appointments 

Probably Mr. Crocker was heard with 
an additional interest this year as the 
general agents and superintendents were 
curious to know what he weuld = say 
relative to the entrance of the company 
into Hawaii and Arkansas and whe ap 
pointments of general agents there who 
were not known to the other mcr:bers 
of the John Hancock’s production force 
It was an innovation. Heretofore, the 
John Hancock has not appointed gen 
eral agents except from its own ranks. 

Mr. Crocker did comment upon this 
subject. Along this line he said in part: 

“Personally, T have become an icono 
clast. I have no respect for tradition 
because it is tradition. I have respect 
for tradition when it is founded up oi 
justice, right and truth, but so far as 
it fails to express these things in a 
constant degree of evolution responsive 
to the times IT am against it. I am not 
a supporter of tradition when it fails 
to recognize that older days have gone 
and newer days are here; that the water 
has flown under the mill; that it is a 
new stream with which we have to deal; 
that while old ideals are commendable, 
new ideals may be just as lofty and 
worthy of observance although different 
in their nature because of changing con 
ditions. And so when many of vou, 
seeing evolution in our organization, ask 
why the president has been responsible 
for it you may rest assured that it is 
based on careful thought, study of ex 
Perience, not only in our own but. in 
other organizations, and is made in the 
interests of every member of our or 
ganization. The opportunities are ever 
in your grasp. There are many re 
wards for you to win and it is a matter 
of gratification that so many of you 
are measuring up to those opportunities 
sO magnificently.” 

During his talk about the new gen- 
eral agents in Hawaii and Arkansas, 
Mr. Crocker said that the appointments 
were of unusual excellence; and that 
both of the appointees had come to the 





John Hancock and requested the ap- 
pointments. He made some comments 
upon the different types of production 
territorial managers in this country an¢d 
discussed a statement which had teen 
made in another quarter that the gen- 
eral agency system as such is disappear- 
ing. He did not agree with this, but 
he admitted that the system had ‘lost 
something of its original character. 

“While the character of the system is 
changing,” he declared, “we are pledged 
to carry it on. But we do not propose 
to become lopsided if we can help it.” 

Trends of the Business 

Mr. Crocker began his talk to the 
general agents and superintendents by 
discussing trends of the business. He 
declared that 1925 had been one of che 
most notable years in the history of the 
business. 

“It has raised some problems entireiy 
new to our comprehension,” he — said. 
“It has witnessed an impetus of tiie 
movement towards mass insurance. It 
has seen an even more favorable con 
sideration of life insurance by the peopre 
of the United States and in their toler 
ance of life insurance institutions. This 
friendly feeling for life insurance insti 
tutions from the people we = serve is 
vratilying. Analyze this friendliness to 
the institution of life insurance and you 
will find that it is partly due to the 
growing knowledge of what life insur 
ance can do, and to the progressive 
spirit which permeates life insurance, a 
readiness to serve the public to meet its 
needs We feel each year a growing 
sense of our duty to the often invisible 
public.” 


Insurance Supervision 

The John Hancock is responding io 
the demands for mass insurance by is 
suing group, wholesale and salary cc 
duetion insurance. At this point in fis 
address Mr. Crocker made some re 
marks upon insurance supervision which 
were unusually interesting. He said in 
part: ; 

“It is claimed that the serutiny of int 
insurance is going hand in hand wiil 
the acclaim it reeeives—-and the scrutiny 
is not always so friendly as it woutd 
seek to appear. 

“It is a good thing that we have crit 
ics. Possibly our eritics are our best 
friends whether they intend to be or 
not. The official critic is the one in a 
supervisory power. There is cause for 
perturbation in the growing 
the regulatory power. Properly admin 
istered and confined it is something 
which we welcome with open arms. | 
have sometimes thought, however, that 
its tendency would become more and 
more accentuated in the direction of the 
regulation of minutiae of funetions min 
isterial and not fundamental; that the 
danger is the involving of the whole 
question of the comity ot states. 

“We, as insurance company represen- 
tatives, cannot help the situation. None 
of us here ts responsible for it, but we 
are responsible as to how we view our 
mission; how far we live up to it, 
and every man here is a living trustee 
of the interests of many thousands oi 
policyholders who make up the john 
Hancock and who are part of our great 
public. And by our acts and pertorii 
ances of our trusts we shall be judged 
by them.” 


scope ot 


Non- Medical 

Mr. Crocker said that beginning this 
year the John Hancock will use the 
quota idea and that the company will 
expect the field forces to produce about 
$550,000,000 in 1926. He added facetious- 
ly that the agency division will not be 
a hard taskmaster in this respect and 
the writer of this article got the idea 
that the quota has been largely fixed 
which the managers and 
superintendents themselves have fixed 


hy pledges 


Meeting of John Hancock Managers 


Farmer Improves as 
A Man of Business 


FINANCE COMMITTEE TALK 


George Smith Tells John Hancock 
Convention Why Company’s Loans 
And Investments Are Strong 


One of the best known public utility 
men in New England, George S. 
Smith, chairman of the finance com- 
mittee of the John Hancock investment 
division and vice-president of the new 
New England Power Company, gave 
an illuminating review of why com- 
panies of the standing of the John 
Hancock can invest so many millions 
each year and do it so safely. He 
deseribed the personnel of the John 
Hancock's investment organization 
with its experts on all kinds of bonds 
and securities, men who devote a life- 
time’s work to a survey of these securi- 
tics, and who are so sensitive to market 


conditions that they understand the 
meaning of an eyelash fluctuation in 
quotations. These men see very far 


ahead, and with the wide, general ex- 
perience of the members of the finance 
committee it is almost impossible to go 
wrong. 

Of course, such an unexpected event 
as the receivership of the Chicago, Mil- 
waukee & St. Paul Railroad cannot be 
forecast. But Chairman Smith made 
the statement that he has so much 
confidence in the way that the Chicago, 
Milwaukee & St. Paul receiversip is 
lheing handled that he believes he will 
live to see the time when the company 
will not lose a cent on that transaction. 
It is simply a question of having a 
little patience, he said. Such readjust 
ments in the great commercial world do 
not take place overnight. | Powerful 
financial influences are at work to save 
the owners of these railroad bonds from 


loss. 


Farm Loans 


In discussing farm loans he made the 
statement that in twenty-five years the 
John Hancock has invested $300,000,000 
in this direction with a loss of $12,000, 
and even that was recovered eventually. 

After Mr. Smith's explanation — of 
the methods of making farm loans, this 
infinitesimal loss is understandable. He 
described how John Haneock repres 
entatives for years have gone over 
every acre of farm property on which 
the company has loaned money, not 


only learning about the farms but 
studying the character, integrity and 
ability of the farmer. He stopped to 
sound an optimistic note as to the 
modern farmer and his condition. He 


explained the new methods of farming, 
the labor-saving devices, the protection 
given to these devices so that they will 
not wear out. 

“The farmer of the future is going to 


be an infinitely better business man 


in estimating 
should do. 

In discussing the company’s Non-Med- 
ical plans President Crocker said that 
in Ordinary the limit for men and self- 
supporting women was $3,000, but if ad 
ditional insurance is taken, the maxi- 
mum limit is $10,000. For dependent 
women (housewives), there is a $1,000 
limit. lor Industrial the limits are $1, 
000 down to $400 

In the Ordinary department President 
Crocker announced that the limit of 
insurance upon a single life has been 
increased from $175,000 to »260,000. He 
also said that there will pe new an- 
nuity rates, the premiums somewhat 
lower than formerly. 


what they themselves 





than ever before. It is true that some 
farms have been foreclosed,” he said, 
“but in many instances we have actually 
made a gain through foreclosures.” 

Mr. Smith was even optimistic about 
the situation in one of the Southern 
states where the farmers have been be- 
set by a multitude of grievances. 

“Tust give them time,’ he said, “and 
they will triumph.” 


City Looms ; 

The speaker next took up the ques; 
tion of city loans. The John Han- 
cock has extended its investment activ- 
ities considerably in the city mortgage 
feature. In fact, it loaned $17,251,000 
on city mortgages in 1925. 

The John Hancock has employed the 
same process with city loans as with 
farm loans. Representatives of the 
finance committee and of the company’s 
investment division at the home office 
have made personal surveys in all the 
cities where there have been loans, and 
maps have been made of the cities, and 
every piece of property on which there 
has been an investment has been care- 
fully scrutinized. 

The company’s representatives in 
these cities are conservative people,: the 
best men that can be found. 

“In this work,” said Mr. Smith, “we 
are not loo':ing for live-wire artists.” 

In talking about the service of the 
company, Mr. Smith said that the mort- 
gagor is given a chec within forty- 
eight hours after it has been decided to 
make the loan. 

Mr. Smith is a forceful talker, inspires 
confidence and made a hit with the 
managers and superintendents. 


BROADCAST MONOXIDE DANGER 


WEAF and Fifteen Other Powerful Ra- 
dio Stations Send John Hancock 
Message Nationally 

The warnings issued by the John 
Hancoc\ in regard to the danger of 
death from carbon monoxide gas, gen- 
erated in garages when the motor is 
started with doors and windows closed, 
were given national broadcasting on 
Tuesday evening of last week by the 
\merican Telephone’ .and Telegraph 
Company over WEAF, New York, and 
fifteen other powerful linked-up stations 
extending as far west as Minneapolis 
and St. Louis. 

The campaign which the company has 
been pushing vigorously for the past two 
years is attracting considerable public 
attention and has elicited comment from 
the daily press. When it became known 
that a well known insurance man had 
died last Christmas Eve from just such 
a cause as the warnings tried to prevent, 
the John Hancoc’ arranged to broadcast 
a maessage through stations WEEI, Bos- 
ton and WHT, Chicago. The warning 
sent out last week gives publicity on 
monoxide poisoning on a wider scale 
than any heretofore. 


JOHN HANCOCK “FOLLIES” 


Managers and superintendents of the 
John Hancock were guests of the com- 
pany at a dinner on Monday night in 
Boston at the Copley-Plaza. It was a 
novel affair. A miniature theatér had 
been erected at one end of the banquet 
hall and home office representatives of 
the company gave a “John Hancock Fol- 
lies,” in which some extraordinary talent 
was disclosed. 


BECOMES AGENCY ORGANIZER 

James M. Leonard, formerly of the 
group division of Aetna Life, in Chicago, 
has become ‘agency organizer for the S. 
T. Whatley Agency of that city. He will 
cover the territory under the supervision 
of the Chicago agency outside of. Cook 
County, appointing and working with 
the agents in the territory, 
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Jokn Hancock Makes 
Good Start in Group 


RISKS ARE WELL DISTRIBUTED 


Company Plans Extension of Service 
And Personnel; Chicago Office 
To Open March 1 

The John Hancock Mutual Life has 
now completed a year in the conduct of 
yroup insurance and is satisfied with the 
progress that has been made as a num 
ber of groups of importance were writ 
ten. Of course, the company has been 
in the group end for such a short time 
that no great record has been made in 
volume, but that there are unusual pussi 
bilities for the John Hancock in group in 
strance can be gauged by the distribu 
tion of risks now on the group insurance 
books of the company. 

These are some of the industries which 
have been covered: power and light 
companies, electric equipment manu 
facturers, oil distributors, packing 
nouses, furniture factories, police de 
partments, fire departments, shoe fac- 
tories, textile mills, banks, construction 
companies, leather manufacturers, print 
ing trades, potteries, automobile acces 
sories, paint manufacturers, iron foun- 
dries, hosiery mills, lock manufacturers, 
chemical works, clothing manufacturers, 
machine works. 

Some of the important risks which 
have been closed by the John Hancock 


are George FE. Keith Co. of Brockton, 
Mass., manufacturers of the Walk-Over 
shoes: the Potter Drug & Chemical Cor 


poration, which makes the Cuticura pro- 
ducts; the New Bedford Gas & Electric 
Light Company and the National Lock 
Co 

During the year the John Hancock ex 
tended its insurance features to include 
wholesale and = salary deduction, out 
growths of the group insurance idea. 

Charles F. Gluck, who has been with 
the company a number of years and who 
is in charge of the group division, was 
bombarded with questions this week by 
the managers and superintendents, many 
of whom have shown, the keenest in 
terest, not only in group but in wholesale 
insurance and salary deduction. The 
company is building up an organization 
with many service features in respect to 
group and will cover the principal terri- 


torial sections with home office repre 
sentatives who have offices in different 
parts of the country and will work in 


close cooperation with the managers and 
superintendents. 
On March 1 an office will be opened in 


Chicago which will be in charge of 
Frank A. Llewelyn, famous Dartmouth 
athlete. Mr. Llewelyn is an unusually 


capable, young insurance and_ business 
man who was in the air service during 
the war and who won the Distinguished 
Service medal from this country and the 
Croix de Guerre from France. 

The company has put on a number of 
group insurance salesmen, one of whom 
is Charles Fay who is one of the best 
known hockey players in the country. 
Another very successful writer is Fletch- 
er A. Osgood in the New England field. 

The group insurance lines placed with 
the John Hancock in its first year are lo- 
cated in various parts of the country. 
The company is now in negotiation with 
a number of men who will be added to 
the group sales division. 





Hancock Figures 
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ance, rounding out our equipment in 
that regard and enabling us to better 
maintain our activities as they need to 
be for the proper progress of the in- 
stitution in the intense though friendly 
competition of today.” 


The income items follow: 
PU UNS 5 cacacesanacwasonecn $76,029,407.42 
From Interest and Rents......... 16,823,170.01 
From Surplus Deposits and Con- 

siderations under Supplementary 

TR caccteceisibiensnesanhaie 1,177,114.83 


Meeting of John Hancock Managers 


Direct Mail Has 
Entry Everywhere 


E. H. BROCK ON SALES LETTERS 





From Amortization 
and Profits 
From Sundries 


Adjustments 
521,760.67 
10,865.38 


Total Inc $94,562,318.31 


ome 
OUTGO 
bor Death Claims, 
Matured Endow 


ments, Annuities 
ind Surrendered 


Tells Of Success Of “A Properly Anti- 
cipated Event” And “A Satisfied 
sinieee $27 097,588.17 ; State Of Mind” 
to Policy holders s , 
(Dividends) oe oe 
For Surrendered Sur 
plus Deposits and 
Supplementary Con 
tracts 


Elbert H. Brock, vice-president of the 
John Haneock, in charge of sales pro- 
motion, gave an interesting talk about 
direct advertising in a talk before John 


8,926,066.70 


130,652.45 


Rar Kampen aation te Hancock managers and superintendents 
Field Fores ; 12,766,134.01 this week. What he said about the 
ioc 2 gg) wo company’s famous selling letter, “A 
Gites 3... 4,298,701.70 Properly \nticipated = Event,” and 
For Rents, Agencies another very popular document with 
Beg see: ~ epi 1,049,100.03 the field men, “A Satisfied State of 


Inspections, Station Mind” was particularly interesting. 


ery, Printing. mont The first—a business insurance letter 
al e, emeyr: . . . 
Toei a ~ rib paved the way in the Paul F. Clark 
Advertising and Agency for the writing of close to 
Sundries ......... 2,286,257.75 $3,000,000 of insurance. The letter was 

For Federal, State ailed ali | 4,100 busine : 
and Sundry Taxes idacomenand® to a list ol na” Die aa ee. 
and Fees ......... 1,251,314.46 cerns in Boston. The replies averaged 

Kor Real Estate twenty to one hundred letters mailed, 
Faxes and Expenses 


389,769.84 . . 

" and during the first four months about 
$600,000 Of insurance was placed, each 
case averaging about $40,000. 


kot Amortization 
Adjustments and 
Losses 1,306,108.17 — 60,401,693.28 


Se ee $34, 160,625.03 The list was re-cireularized twice 
Net Assets End of inore—using the same letter, with one 
Previous Year . HF AOA. slight change,--and the percentage of 
Net Ledger Assets replies increased above 25%. 


December 31, 1925.. $351 290,679.62 In all 3,100 replies have been received 


The assets items follow: irom “A Properly Anticipated Event” 
Loans on Mortgages........... . $204,449,394,25 by the Clark agency alone. 
Loans on Company’s Policies.... 32,066,753.54 ; 
Real Estate at Book Value........ — 9,812:845.00 Letters Do Not Take Place Of Personal 
Bonds (Massachusetts Standard).. 102,094,911.99 Solicitation 
Railroad Stocks taken under re > ' 
GEAMISAUNID ia cindecsce sib iwndcas 378,210.00 Mr. Brock took the same agency to 
Cash (Less $500,961.52, Agents’ illustrate the potency of “A Satisfied 
Credit) Balances) 1,893,442.81 < 


State of Mind” as a sales document. It 
more than $1,000,000 of in- 
the agency, the average 


Interest and Rents Due and Ae ‘ 
resulted) in 
surance tor 


9,498, 199.45 


$624,315.10 


sized policy running well over $12,000. 
brought 


Admitted Assets £368,818,072.74 Mr. Brock out clearly the 
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point that in no way does direct advert- 
ising take the place of personal solicita- 
tion, but it paves the way for the sales- 
man and maintains contact between 
calls. 

“Nothing takes the place of a_pers- 


onal call,” said Mr. Brock earnestly, 
“but a postage stamp can walk behind 


closed doors and take precedence over 
other matters. Paper, printing and pos- 
tage can carry a sales message in such 
a way that interest and = desire are 
established and when the salesmen ar- 
rives his interview is on a_ tangible 
basis.” 

The object 
tising is to 


desired in mailed 
secure one reading. The 
inatter may then go into the files. or 
waste basket. “To be sure over 75% of 
direet mail goes into the waste basket,” 


adver- 


commented Mr. Brock, “but not until 
it has done its work. It is bound to be 
glanced at and bound to leave some 


kind of an impression. The kind of im- 
pression it leaves makes the difference.” 


No Stereotyped Brand Of Approach 


In discussing another important angle 
of direct mail Mr. Brock said: 

“You cannot approach a man with a 
rating of $5,000 the same as a man with 
a rating of $50,000. You cannot. ap- 
proach either by mail or in person a 
professional man with the same method 
that you approach a business man. + 

“There should be a very careful clas- 
sification of mailing lists, and no hap- 
hazard method of selection should be 
adopted, and such lists should be care- 
fully revised. 

“One of the greatest advantages of 
the divect mail approach is that it econ- 
omizes in 


man power. Compare the 
cost of sending out agents to cover a 
list of 500 individuals with the cost of 


a good letter. 

“Onee an individual has responded to a 
letter he establishes himself as a con- 
tact.” 


CONVENTION CHAI RMEN NAMED 


lrrederick G. Pierce, President of the 
Philadelphia Association of Life Under- 
writers, under whose auspices the con 
vention of the National Association of 
Life Underwriters will be held in Atlan- 
tic City next September, has appointed 
the, following [executive Committee to 
after the details incident to the 
convention: J. W. Clegg, Penn Mutual 
immediate past president of the Na- 
tional Association, is vice-chairman; 
George Ott, Kquitable of New York, is 
national committeeman. The Executive 
Committee is made up of the following 
chairmen of sub-committees: publicity, 
I. J. Berlet, Guardian Life; attendance 
and registration, Frederick G. Wood- 
worth, John Hancock; finance, George 
M. Cannell, Penn Mutual; program, W. 
R. Robinson, Missouri State Life; 
Hotels, Sigourney Mellor, Aetna; 
transportation, Allan ID, Wallis, Equit- 
able of Lowa; golf, A. B. Kelley, [équit- 


look 


able of New York; entertainment, 
Krank LL. Bettger, Fidelity Mutual, and 
banquet and reception, J. Renwick 
Montgomery, Phoenix Mutual. Presi 


dent Pierce is general chairman of the 
convention committee. 


HONOR TENTH ANNIVERSARY 

Superintendent H. E. Stofflett, of Eas- 
ton, Pa., recently passed his tenth mile- 
stone in the services of the Home Life 
of America. The agents of the district 
found this occasion an opportunity to 
demonstrate their loyalty to and appre 
ciation for their superintendent. Conse- 
quently during the week of January 4th 
they held a testimonial effort and as a r¢ 
sult five agents of the district wrote 156 
Industrial applications for $25.55, with 
advance collections of $46.55 and also 
$22,000 Ordinary. 





OFFERS SUPPORT ON PENSIONS 


The Metropolitan Life has offered to 
give the City of New York expert advice 
in helping it ouf of its pension tangle. 
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John Hancock Meeting 


Dr. Allen Warns About 
High Blood Pressure 


MANY EXCUSES GIVEN FOR IT 


But Whether Subject Is Young or Old 
Examiners Must Pay Heed; Rejec- 
tions Are Decreasing 


Dr. Edwin H. Allen, 
Hancock, presented a talk 
company's 


medical director 


of the John 


covering the medical exper 


ience during the year on = sub-standard 


risks, and also on the results of free 


medical examination of  policylyolders. 


The company’s percentage of rejections 


of these cases 1s steadily declining in 


view of the extension of its new rating 
system. 

In 1922 the 
per cent oO 


5,297 


John Hancock rejected 7 


these cases presented or 
applications. In 1923, the 


which the 


year in 
company put its rating sys 
tem into effect to a 
issued 341 sub-standard 
cies, amounting to $748,250, and the 
company rejected 4,917 applications, or 
6 per cent of the applications presented. 
In 1924 the rating system was extended 
and the company issued 1,852 sub-stand 
ard policies, amounting to $4,854,450. It 
rejected 4,240 applications, or 5 per cent 
of the applications presented. 

In 1925 the rating system was further 
extended and the company issued 3,013 
sub-standard policies, amounting to $9, 
149,310. The company rejected 5,090 ap 
plications or 4 per cent of the applica 
tions presented. 

Abnormal Blood Pressure 

Dr. Allen’s comments relative to ab 
normal blood pressure, in his) review 
of the sub-standard situation, follow : 

“Persistent elevation of the blood pres 
sure is what we fear. It is never nor 
mal. The belief is gaining ground that 
disease of the heart, arteries and kid- 
neys results from persistent high blood 
pressure, and is not the 
has been supposed. 

“Ii the applicant is young and_ his 
blood pressure persistently above the 
normal for his age, we are sometimes 
told that he is of the nervous. type, 
or has been under business strain. Ii 
the applicant is in middle life, we are 
told that high blood pressure will nat 
shorten his days, because his method 
of living is unusually good. But if a 
boiler is built to carry a pressure ol 
100 pounds of steam and the pressure 


limited extent the 


company poh 


cause of it, as 


“as kept at 150 pounds, every one expects 


its life will be shortened. 

“It is true that some individuals have 
a high blood pressure for ten or mare 
years and maintain good health, but. it 
is quite as rare them in the sey 
enth decade of life as it is the wor 
shippers of Bacchus. 

“Now, we accept at standard rates ap 
plicants at middle life and past with a 
blood pressure of 150, bat this is liberal, 
as the normal blood pressure at middle 
liie is 140 or less. Blood pressure read- 
ings af 155 to 160, if persistent, are not 
just above the normal, but 15 to 20 
points above the normal, and the justice 
of a rating is clear, I think.” 

Dr. Allen concluded by saying: “We 
hear much in these times of overwork 
and physical breakdown. A great many 
people are undoubtedly working beyond 
their working capacity; but it is 
true that their working capacity is much 
less than it would be if they got rid 
of focal mfections and lived healthy 
lives.” 


to see 


also 


GROUP FOR GLIDDEN-BUICK 

The Glidden-Buick Corporation of 
New York has placed with the Metro- 
politan Life group coverage for its em- 
ployees on the contributory plan, with 
provisions for a cash fund at retire- 
ment, ranging from $1,000 to $2,500 de- 
pending on length of service and salary. 


JOHN HANCOCK ADVERTISING 


Cannot Take Place of Solicitng Agent, 
Says Putnam; Creates Good Will; 
Stimulates Inquiries 


Henry H. Putnam gave a talk on in- 
surance advertising before the John 
Hancock managers and superintendents 
this week. 

He presented a chart which on one 
side showed five truisms of advertising 
and on the other gave a list of advertis- 
ing mediums used and the subjects ad- 
vertised by the John Hancock. 

The five points in insurance advertis- 
ing follow: 

1. Experience has proved that for a 
life insurance company advertising can- 
not take the place of the soliciting agent. 

2. Several attempts in this direction 
only show that personal persuasion is 
necessary to write life insurance. 

3. Our advertising, therefore, 
to create 
anee and 
the name 
cock. 

4. We use our space and copy to stir 
up inquiries which the John Hancock 
agent can develop into leads, prospects 
and policyholders. 

5. These “leads” are not a substitute 
ior ability or hard work on the part of 
the agent. 

The John Hancock uses these 
tising mediums: 


must be 
good will and make the insur- 
general public familiar with 
and signature of John Han- 


adver- 
insurance journals, busi- 


ness and financial magazines, general 
magazines, service men’s publications, 
college publications, boys’ publications, 


women’s publications, 
tising. 

These are the 
business life insurance, life insurance 
trusts, group insurance, ‘historical book- 
lets, Declaration of Independe nee, John 
Hancock home budgets, carbon monax- 
ide warning. 


radio, local adver- 


subjects advertised: 


John Buehanan As 
Seen By an Associate 


BOSTON MAN’S DEATH A SHOCK 


Former President ot Gane Press Club; 
Honored By Insurance Companies; 
Clever Writer 


By Arthur Grose 

There is a void in the Boston insurance 
district; John Buchanan is gone. 

Known to hundreds of insurance men, 
executives, agents, brokers, clerks, nd 
yes, even well-known by the humble 
elevator men and scrub 
buildings he so frequently visited, his 
sudden death shocked the insurance fra- 
ternity. He had been seen “browsing 
‘round the street” as he called the Boston 
insurance center, the very day of his 
death. 

John Buchanan was an_ insurance 
journalist, a free-lance writer, an adver- 
tising man and for many years was on 
the editorial staff of the Boston Globe. 
But he was more than that. He was the 
recipient of many confidences; he was 
the friend of many a man less fortunate 
than himself; he was the counselor of 
many a young man whose ambition was 
to make his name known in the insurance 
world. 

A Cultivated Man 

Mr. Buchanan was born in 1871 in 
Edinburgh, Scotland, and was educated 
in’ England. He was well-read and 
never abandoned his educational program 
of re-reading the classics and of posting 
himself through the daily press and the 
insurance press on subjects pertaining to 
insurance. 

Over twenty-five years ago Mr. Buch- 
anan came to this country and shortly 
after his arrival he became associated 
with the Boston Globe for whom he 
wrote many articles on insurance sub 
jects. He soon became affiliated with 
several insurance periodicals and through 
his work as a journalist he established 
many contacts which later proved invalu 





calibre. 





The Guardian’s Record 
$66,857,328 


$66,857,328—a 50% increase—is the new paid-for 
business of our Company in 1925. 
the gains of other old and conservative companies, 
this is far above the average. 


And, “far above the average” best describes the plans 
and methods which have made this success possible. 


Acting on the principle that a company cannot grow 
until its fieldmen do, this Company is supplying 
the selling equipment that makes field success more 
certain. 


There are opportunities here for men of the right 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COM- 
PANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK:! 


Compared with 











women in the: 


able, after he had established the John 
Buchanan Advertising Agency. 

Mr. Buchanan’s activities were di- 
vided into two main classes—his adver- 
tising work in which he served several 
insurance companies and his work as a 
free-lance writer in which he wrote for 
the Boston Globe, the New York 
“Journal of Commerce,” “the Insurance 
Index,” “the Spectator,” “the Insurance 
Press” and “THe EAsTeERN UNDERWRITER.” 
\lthough he prospered as an advertising 
agent, the work he loved best was the 
writing he did on insurance subjects. 

Mr. Buchanan was active in all good 
works, having charge of the publicity 
during the war for the Bethlehem Ship- 
building Corporation and the Boston 
Red Cross Drives. Just a few months 
ago he earned the respect and gratitude 
of his fellow-citizens of Quincy by ef- 
ficiently conducting the publicity of that 
city in connection with its Tercentenary 
celebration. 


Ideal Home Life 


Mr. Buchanan lived in Wollaston, a 
part of Quincy, and his wife and children 
made his home life ideal. He took great 
delight in swimming in the salt water 
and was the first and last seen “in cos- 
tume” as he termed it, on Wollaston 
Beach. Many times he would leave early 
in the afternoon and go with his family 
to other points along the shore where he 
revelled in fighting the waves. Many 
years such bathing was the only vaca- 
tion he had. 

Some years ago Mr. Buchanan was 
very active in the Boston Press Club 
and as its president earned the admira- 
tion of his fellow newspapermen. He 
was a member of the Newspaper Club, 
the Veteran Journalists’ Association and 
other newspaper organizations. He was 
also a member of Wollaston Lodge, A. 
F. & A. M., the Scots Charitable So- 
ciety, the City and Exchange Clubs of 
Soston, the Boston Chamber of Com- 
merce and the Boston Athletic Associa- 
tion. 

Known throughout the 
trict as “John” he made friends readily. 
Furthermore, he kept them. Some of 
them elected him to the Board of Di- 
rectors of the Citizens Mutual Fire In- 
surance Company. Others decided that 
he should serve as a director of the Wol- 
laston Cooperative Bank. And it was 
with his friends that he helped to found 
the Massachusetts Plate Glass Insurance 
Co. of which he later was elected presi- 
dent, which office he held at the time 
of his death. 


Kept His Ill Health A Secret 

Mr. Buchanan went as he would have 
wished to go. He “died with his shoes 
on” just after having attended a dinner 
given by some of his newspaper friends 
to one of their number. He knew he had 
heart trouble. He did not let his friends 
know. He did not wish to worry them. 
His last words were “Don't tell anyone 
how sick I was tonight.” He spoke to 
one of his neighbors’ who had met him 
by appointment to drive him home. 

John Buchanan always carried his 
“stick.” He refused to call it his cane. 
He was the butt of many good-natured 
jokes, many times being told that it was 
supposed that he would feel “all naked” 
without the stout cane in his hand or 
hooked over his arm. 

He never wore an overcoat, unless: he 
was riding in an open car, This too 
made him the subject of many a jest. But 
he was of ready wit and had a quick re- 


insurance dis- 


sponse for the men who chided him. He 
loved to tell stories, especially Scotch 
stories, and he. appreciated more than 


anything else a joke which was on him- 
self. 

John Buchanan lived and died, living 
up to the light as he saw it. What he 
though he should say, he said. What 
he thought he should do, he did. What 
he thought he should write, he wrote. 


Always Respected Confidences 


He had been the confidant of so many 
important figures in the insurance world 
that had he wished he could have “raised 
merry hell” as he himself once expressed 
it. Yet he kept locked in his breast 

(Continued on page 34) 
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Anyhow, if the union lead- 





Discussing labor 


Union unions and group life 
Labor and insurance “Railway 
Group Age” said in its issue 


of October 31: 

Ove or two labor union leaders have 
dencunced the railroads for providing 
group insurance for their employees and 
have accused them of being actuated by 
a other desire than that of weaning 
wie men away from their union loyalty. 
In other words, employers are not to pro- 
vide anything to ameliorate the condi- 
tion of their employees unless it is first 
demanded of them by the union leaders. 
lo us it seems that the leaders who have 
raised this objection are putting them- 
selves to a great deal of trouble to find 
something to argue about. The activities 
of the railroads in providing pensions, 
group insurance and other benefits for 
the men covers a field which the unions 
themselves have not entered to any ex- 
tent. In no sense then are the railroads’ 
activities in this direction in any way 
competitive to union activities. They 
simply provide benefits over and above 
those which may be secured by union 


FRASER AGENCY EXPANDING 


Opens Branch in Times Square District; 
Also to Have Headquarters for 
Long Island 
The Kraser Agency of the Connecticut 
Mutual Life in New York has opened a 
new branch office in the heart of the 
at 1440 Broadway, 
to take care of the expanding business 
in the uptown section. The new office 


Times Square district, 


is in charge of two men who were sel 
ected because of their demonstrated 
ability while at the downtown headquar 
ters of the agency. They are Charles E. 
Genther and Melvin J. 

Mr. Genther has had many years of 
life insurance experience and was the of 
fice manager in the Fraser Agency for 
the past four years. Mr. Sackerman has 
been an active field man for the last 
siX years, 


Sackerman. 


and has conducted classes in 
liie insurance salesmanship, having in 
structed a number of the men now lead 
ne producers. 

In carrying out its plans to develop the 
long Island territory more productively, 
the agency is also opening a district of 
fice in Jamaica, with FE. W. Gunther as 
supervisor for Long Island. 


membership. I 
ers do not like them, would not their 
position be much more substantial if 
they should take steps to have the unions 
themselves provide these benefits, instead 
of restricting themselves to mere de- 
nunciation’ This was the question we 
raised some time ago following an out- 
burst by the head of the firemen’s union. 
Meantime, a Canadian union which com- 
petes in the Dominion with the clerks’ 
organization and which has some 13,000 
members, has made arrangements for 
group insurance for all its members. This 
is something specific. When and if the 
time comes that the union leaders are 
able to offer something as good or better 
in the way of pensions and group insur- 
ance than anything which the railroads 
provide, then they might have an argu- 
ment with which they can honestly ap- 
proach their membership. Thus far their 
position consists in asking their followers 
to forego without compensation valuable 
privileges simply because the benefactor 
is obnoxious to them, The logic of their 
position is about as advanced as that of 
the Soc’alist who tried to have his town 
refuse an offer of a Carnegie library long 
after Andrew Carnegie had died simply 
because, he said Mr. Carnegie had been 
unfair to labor. 


DENVER AGENCY’S NEW HOME 


Aetna Life’s Rocky Mountain Office Ex- 
pands; General Agent Edwards Has 
Book on Selling 
The Rocky Mountain Agency of Aet- 
na Life in Wenver is now located in its 
new and enlarged quarters, suit 310, 
Patterson Building. With more than 
three thosuand square feet of well ar 
ranged office space, the organization un 
der general agent J. Stanley ldwards 
will be better able to carry on its grow- 
ing business and give greater” service 
to chents and policyholders. Beginning 
with the first of the year, the office has 
added Accident and Health lines to its 

other business. 

\ new book for life underwriters en 
titled “Forty Unusual Plans for Selling 
Life Insurance,” compiled by Mr. Kd- 
wards, will be issued shortly. The sell 
ing plans are assembled from successful 
life underwriters of the country and em 
phasize the value of modern selling 
methods embracing such topics as using 
the radio, selling by photograph, tele- 
phone and telegraph, use of a picture 
show, as well as selling by unusual 
charts, diagrams and unique methods of 
approach. The volume is one of the 
International Underwriters Library, pub- 


lished by Crofts & Company of New 
York. 





seo T. SMITH, Vice-President 
DUNBAR JOHNSTON, Searetary 


HOME OFFIC} 





The Colonial Life Insurance Co. of America | 


_ Whole Life, Limited Payment and Endowment * SOLD 
NEW High Value THROUG! 
ORDINARY < “ ITS OWN 
POLICIES °: Attractive and Novel Features AGENCY 
ow Cost STAFF ONLY | 


Which, with especially favorable Indust lal Contracts, 
give Agents unsurpaseed money- -making portunities. 
E. J. HEPPENHEIMER, President 


CHAS. Je WNETTLESHIP, 2nd Vice-President 
8. R. OWN, Asst. See'y and Asst. Treasurer 


JERSEY CITY, N. J. 














February 12, 1926 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable lly, semi lly or quarterly, 





and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
prananionienye ON DECEMBER 31, 1924 





JOHN G. WAIL.KER, President 











BUSINESS OF 1925 


er $117,647,000 
err ee ee ee $13,691,000 


Insurance in Force ...................... $857,429,816 
meremse OVOT TR 4 is ccedswhssecdn ee $76,344,849 


New England Mutual Life Insurance Co. 


Boston, Mass. 








cA Profitable Partnership « 


exists between this Company and its agents. The Head 
Office furnishes a lead service which permits agents to 
interview Prospects, known to be interested. A’ “steady, 


healthy growth in the company’s business is Teflected in — 


the increased earnings of its agents. 


Fidelity is a low net-cost company operating in forty 
states. Full level net premium reserve basis. Over Three 
Hundred Million insurance in force—-and growing. rapidly. 


cA few agency openings for the right men 
FIDELITY MU eee LIFE INSURANCE (oy 


Walter LeMar Talbot, President i CEN AERLE IA 

















DISTINCTIVE PROGRESS 


‘In yreat things, steady, consistent growth to meet the needs of the times, 
never slow, never hasty—always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 

The record and progress of The Mutual Life have been distinctive, 
and the notable changes and developments now marking its history in 
meeting the requirements of increasing demand and a quickening 
growth are evolved from almost a century of experience and success. 

Policy contracts completely revised in 1925. New contracts attractive 
in appearance, phrased in every-day language “easy to read,” easy to 
understand and to construe. They contain all the old provisions 
justified by experience and all the new warranted by science and by the 
knowledge of experience. Improved Disability and Double Indemnity 
Benefits—under new provisions. 

Salary Deduction (allotment) Plan of insurance now written by the 
Company. 


Children’s Insurance now written on standard forms, ages 10 to 15. 

An increased Dividend scale in 1926—the sixth consecutive increase. 

A majority of policy loans granted locally at Managing Agency 
Offices. 

The Company writes all standard forms of insurance. 
to men and women. Age limits, 10 to 70, inclusive. 


A Company conservative for entire safety, but forward-looking and 
forward-moving in accord with the new spirit and new demand of 
the times. 


Same terms 


Those who contemplate taking up field work are invited to apply to— 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York City, New York 
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ACTIVE IN THRIFT WEEK 





Life Insurance Men Throughout Coun- 
try Take Leading Part In Making 


Occasion Success 


Reports on the country-wide observ- 
ance of National Thrift Week, held 
January 17-23, the first date being the 
birthday of the American apostle of 
thrift, Benjamin Franklin, show that 
life underwriters played an active part 
in its success. In many communities 
insurance men were the leaders in the 
thrift campaign of 1926, with Winslow 
Russell, vice-president of the Phoenix 
Mutual Life, and Edward A. Woods, 
general agent of the Equitable Life As- 
surance Society in Pittsburgh, serving 
as members of the National Thrift 
Committee. 

A phase of the work which was very 
successful was the close cooperation be- 
tween underwriters’ associations and 
other civic organizations. At Wash- 
ington, D. C., on Life Insurance Day, 
January 20, S. A. Roach of the under- 
writers’ association featured life insur- 
ance in twelve talks before public 
school audiences, luncheon clubs and 
theatre meetings. In Davenport, lowa, 
the bankers and life insurance men got 
together to their mutual advantage. 
There the Associated Bankers purchased 
space in the newspapers and on Life 
Insurance Day a quarter page was de- 
voted to the advantage of that form of 
investment. 

In Topeka, Kansas, the underwriters’ 
association sponsored a play at the 
Orpheum Theatre during the last half 
of Thrift Week. Assistance in staging 
and promotion was given by represent- 
atives of the trust companies of the 
city. C. L. Kendall, president of the 
underwriters’ association, was a member 
of the Kansas State Thrift Committee. 

Greensburg, Pa., was another locality 
in which Life Insurance Day was given 
great prominence. There, under the 
direction of Welty M. Dom, prominent 
insurance man of Greensburg, an at- 
tempt was made to reach every citizen 
with instructive information on insur- 
ance as an investment. 





SUN LIFE ENTERS GEORGIA 


Canadian Company Opens Headquar- 
ters in Atlanta, with J. T. Wilson 
as State Manager 


All necessary legal formalities hav- 
ing been completed, the Sun Life of 
Canada has been licensed in Georgia 
and started actively last week to write 
business in the State. J. T. Wilson, 
president of the Life Underwriters’ As- 
sociation of Canada and former manag- 
ing director of Maritime Life of Hali- 
fax, has been appointed as State Man- 
ager, with headquarters in the Citi- 
zens & Southern Building, Atlanta, In- 
spector of Agencies J. S. Ireland came 
down to Atlanta from the home office 
and aided Manager Wilson in the pre- 
liminary arrangements. Several active 











| 53 3 % of the new business is- 
| s O sued by The Northwest- 
' ern Mutual Life Insurance Company of 
| Milwaukee, Wisconsin, in 1925 was upon 
_ applications of members previously insured 
| in the Company. 


Once a Policyholder— 


Always a Prospect 
The Policyholders Company 
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The 
Northwestern Mutual Life Insurance Co. 


| Milwaukee, Wisconsin 
W. D. Van Dyke, President 














S. S. VOSHELL IN FLORIDA 


solicitors have already been put in the 
field and it is planned to develop the 
entire State as rapidly as possible. 
With twenty branch offices in the 
United States, the company 1s now 
licensed to transact business in thirteen 
of the States. At the end of 1925, its 





Metropolitan’s Brooklyn Manager Given 
Dinner By Members Of His Staff; 
Has Been With The Company 
32 Years 


S. S. Voshell, manager of the Metro- 


assets exceeded $300,000,000, with in- x ape ' mapa 2 
surance in force totalling more than $1,- politan Life in Brooklyn, is in Florida. 
(000,000,000. A few nights ago, before leaving, he was 


the guest at a dinner given by member$ 
of the staff and the five assistant mana- 
vers of the office made speeches. A num- 
ber of agents sang and recited. The of- 
fice paid for about $3,000,000 of Ordinary 


business last year. 





MAKES RENEWAL RECORD 


Alva Carlton, Houston agent for the 
Great Southern Life, has made what is 
believed a record for renewals. In 1924 
he wrote $556,000 and during 1925 he re- 
newed every cent of it. This total rep- 
resented 13 policy-holders and every one 
renewed with the company. A 100 per 
cent. renewal record for any amount of 
this kind is something to be proud of. 


Mr. Voshell has been manager of the 
Brooklyn office for thirty-two years and 
is a brother of J. K. Voshell of Paltimore, 
formerly president of the National Asso- 
ciation of Life Underwriters. 


MUTUAL BENEFIT DIRECTORS 


—_—_——_—_—— 


Allison Dodd, and W. D. Vanderpool, © 
Prominent in Business and Civic 


Life, Added to Board 


The two new Directors of the Mu- 
tual Benefit Life, Allison Dodd and 
Wynant D. Vanderpool, chosen at the 
annual election of the company last 
month to fill existing vacancies in the 
Board, are both distinguished citizens, 
with high positions in the business, civic, 
and social life of New Jersey. Mr. Dodd, 
who succeeds the late Palmer Campbell 
who died last December, has been iden- 
tified during most of his business life 
with the coal business. He is Chair- 
man of the Board of the Fairlie & Wil- 
son Coal Company of Newark, and a 
director of Burns Brothers, New York. 
He is also president of the Bloomfield 
Trust Company, president of the Wat- 
sessing Bank, a director of the Essex 
Title Guaranty and Trust Company, and 
vice-president of the Coal and Iron Na- 
tional Bank of New York. In addition 
to these strictly business associations, 
he also serves as chairman of the 
finance committee of the Board of Na- 
tional Missions of the Presbyterian 
Church, is chairman of the advisory 
board of the Mountainside Hospital, 
and is a member of the Essex County 
Park Commission by appointment of 
Chief Justice Gummere. 

Mr. Vanderpool, succeeding J. Wilk 
liam Clark who resigned, effective De- 
cember 31, after more than twenty 
years as a member of the Board, comes 
of a family long prominent in Newark 
civic and business life. He is a lawyer 
by profession, having been admitted to 
the New Jersey Bar following his 
graduation from Princeton and_ the 
Harvard Law School. He has not, how- 
ever, practiced actively, his attention 
having been turned early to the man- 
agement of estates and other financial 
affairs. He is president of the Howard 
Savings Institution, director of the Na- 
tional Newark and Essex Banking 
Company, of the American Insurance 
Company, and vice-president of Morris- 
town Trust Company. He is an active 
devotee of outdoor sports, particularly 
golf, and has served as secretary, vice- 
president, and president of the United 
States Golf Association. 

In addition to Messrs. Dodd and 
Vanderpool, three other Directors, 
George G. Frelinghuysen, John R. Har- 
ditt and William M. Johnson, were 
élected at the same time to succeed 
themselves. 


HONOR LATE J. M. HOLCOMBE 
The Common Council of Hartford 
adopted on Monday by unanimous vote 
a resolution on the death of John M. 
Holcombe, chairman of the board of 
the Phoenix Mutual. A copy of the 
resolution is to be presented to Mr. 
Holcombe’s family. 











standards. 





for The Lincoln National Life. 


LINCOLN MONTH 


The Lincoln National Life Insurance Company is mak- 
ing the birth month of Abraham Lincoln the occasion 
for a special business drive. 
man whose ideals have been taken for its own business 


A handsome bronze bust of Lincoln will be sent to all 
Lincoln National Life agents who deliver and pay for at 
least seven Lincoln Month policies. 


Spirit is running high and early indications point to another big month 





It is paying tribute to the 
Pennsylvania 


1865 





Lincoln Life Building 








(LINK UP (warn te ?)LH-cOLN) 


The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


More Than $400,000,000 in Force 


Fort Wayne, Indiana 








Sixty Years Old 


Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


1925 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 
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A Campaign In Behalf Of | 
Women and Children cs 


suc 
Ninth Extract ng 
DWINDLING ESTATES a 
“Inherited estates seldom appreciate in value. ‘The natural tendency is for them to shrink for 
unless they are constantly watched by a financial expert—either an individual or a corporation. " 
“The utmost care on the part of a layman, inexperienced in the intricate business of investing ol 
and protecting money, will seldom suffice to overcome this tendency. vei 
“The danger here is extreme because it is widespread, insidious, and often hard to identify. a 
The truth of this is illustrated by the following example contributed by one of the officers of a res 
corporation that has won a high reputation for the successful investment of capital. - 
A MYSTERY SOLVED 
“Recently the widow of an old friend of mine told me that the lawyers who managed her 4 
estate were devoted to her interests and gave her investments the most careful attention, but that it 
there has been a gradual shrinkage in the value of her assets. So, she asked me to make a friendly ia 
investigation, and this is what I discovered: - 
“In the first place, | found that many blocks of gilt-edged bonds left by this woman’s hus- 6 
band had matured, and had been replaced by new bonds carefully selected. But the new securi- si 
ties to begin with were not quite as good as the others, or they had proved less remunerative, or i 
had cost a little more, or had depreciated in value. Here care had been exercised, but never- : 
theless some shrinkage had resulted. tl 
In the second place, I found that when a block of bonds that had been bought at a price fe 
considerably above par had matured, and the par value had been received, the money thus re- & 
ceived had been reinvested, but not the premium that had been paid in the beginning. Thus a 
fractional part of the original value of the investment had disappeared. In this way a certain J 
sum well invested had been replaced by a smaller sum well invested. ‘The only way this shrinkage 1 
could have been avoided would have been to have set aside for invesiment a part of the income : 
produced by the original block of bonds, to offset the loss of the premium paid at the time n 
the bonds were purchased. But it would have been difficult to explain to the widow that she ; 
ought to forego even a little of this income, and probably her advisers did not realize this necessity t 
themselves. 
“In the third place, | found many transactions like the following: A block of bonds whose | 


‘ par value was $10,000 was sold for $12,000. ‘Then a new block of bonds of the same par value | 
($10,000) was bought at a price below par, $9.500. Now the difference between the price ob- 

tained for the old bonds and the price paid for the new bonds ($2,500) represented a portion of 
the assets of the estate, and ought to have been reinvested. But this had been overlooked, and 
this $2,500 had been spent as income. 

| ‘Then | came upon records relating to three mortgages. One had been paid off, and the 
money had been invested to less advantage. Another, which was on a dwelling house, had been 
ig foreclosed. ‘his had happened at a dull season and the house had been taken in for the amount 
of the mortgage. [xpensive repairs were necessary before it could be sold, and although it was 
finally disposed of a material loss was sustained. ‘The third mortgage was on a small business 





a -. building. ‘Fhe owner had-feiled and had stopped paying interest and taxes, and so this building 
also came into the possession of the estate. “hen some of the tenants failed to pay their rent, 
others moved out, and losses and expenses ate up a part of the value of the investment and the 

\ building was sold ‘at a heavy loss. 


Berescacsto 





“Finally, I found that certain railroad companies and industrial corporations in whose 
securities money of the estate had been invested had been mismanaged. Originally the invest- 
“ments were sound, but when they began to depreciate in value they ought to have been sold. . But 
it was believed that they would recover, and instead of ge tting rid of them at a trifling loss they‘ 
had been retained, and serious shrinkage had resulted.” 
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Clay Hamlin, Buffalo, 
Talks To Crowd Here 


MODEST OVER’ HIS SUCCESS 





Explains at McNamara Agency Methods 
Which Enable Him to Write Millions 
In 1925 





Without spectacular stunts of any kind 
Clay Hamlin, of the Mutual Benefit in 

Buffalo, has risen to the very pinnacle of 
success as a life insurance agent. Mr. 
Hamlin’s paid-for production in 1925 was 
in excess of $11,000,000, which is startling 
in view of the f fact that he made two suc- 
cessive failures to enter the business be- 
fore his iron will (and his wife’s en- 
couragement) put him there permanently. 

His personality attracted the attention 
of Oliver Thurman, superintendent. of 
agents of the Mutual Benefit, thirteen 
years ago. Mr. Thurman described Ham- 
lin then as a diffident public accountant 
with a frail physique and large family 
responsibilities. He watched him plunge 
into life insurance selling with the John- 


ston & Monser Agency of Buffalo, de- 
termined to make good. Five or six 


months later he was compelled to give 
it up and go back to his old job of 
ledger work. Mr. Hamlin repeated his 
attempt for the second time. Another 
jailure. But there was an appeal about 
life insurance which he could not resist. 
In spite of Mr. Monser’s advice that it 
would be useless for him to try again, 
he persisted and finally won his permis- 
sion. This time Mr. Monser said to him, 
“Let’s see if we can’t get together and 
ap out some sort of a schedule so that 
you can conserve your energies, point 
them in the right direction and—perhaps 
we had better have Mrs. Hamlin in con- 
ference with us. She probably can sug+ 
gest something, too.” 
13 Years Later 

The other night the agency rooms of 
John C. McNamara, general agent for 
the Guardian Life in New York, were 
jammed, men and women even standing 
out in the halls, eager to catch what a 
inodest, unassuming man was quietly say- 
ing, 

It was Clay Hamlin again, willingly 
telling other agents how he did it. As 
he talked one could picture him not so 
inany years ago building the foundation 
for his marvelous success. Together with 
Mrs. Hamlin he had planned a daily pro- 
gram which called for getting up at six 
o'clock in the morning. The 
then continued: 

6:00 to 6:30—Hiking in old clothes. 

6:30 to 7:00—Break fast. 

7:00 to 7:30 — Reading newspaper 

with idea of finding prospects. 

8 :30—Arriving at office. 

) -00— Starting for 

meet prospects. 

11:30 to 12:00—Returning 

(or laboratory, as Mr. Hamlin calls 

it), eager to give full thought to 

prospecting work of the morning. 

12:30 to 2:00—Luncheon with some- 

body to whom he was trying to sell 

insurance or who could give him in- 
formation about insurance, 

2:00 to 5:00—Studying new prospects, 

fathering information about insur- 

ance and mapping out the work of 

Ve following day. 

fter two or three months of such a 
stHedule Mr. Monser had released him 
but the habit stuck with Mr. Hamlin and 
hej has been following it more or less 
rth since. Little did his listeners at the 

MéNamara office realize that it is not 
n¥sual for Mr. Hamlin to work far into 
tha night in his “laboratory,” mapping 
Ouf an insurance program. In fact, not 
so long ago he closed a $1,000,000 case 
at 1 o'clock in the morning. His suc- 
cess has been inspirational to all the 
otters agents in Buffalo and other cities. 
Sugh leaders as W. H. Beers of Roches- 
nH A James M. Stokes, Jr., of Philadel- 
phih and Sam Sturm of Cincinnati, all 
+ Ve Benefit agents, admit that they 
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New England Mutual Life 


The Three Tests of Quality: Mortality, 


‘very Helpful Form of Broker’s Service 


“‘For seventeen years the brokers’ office”’ 


BALDWIN 


th Floor 


We satisfy them. 


Maiden Lane 


Seconds from Broadway 








owe a large portion of 
the way in which they 
Hamlin’s ideas. 


their success to 
have used Clay 


Simple Tax Explanations 
Mr. Hamlin’s explanation of the two 
methods of meeting taxes, brought a 
round of applause from the McNamara 


audience. The room buzzed with com- 
ments and John C. McNamara got up 
and said, “Clay, I’ve listened to experts 


talk for hours in describing how to meet 
taxes. You've given me the simplest ex- 


6% while you live, you pay 2%. 
When the taxes are due your estate 
retains both the principal and inter- 
est at 0% 

Another plan which Mr. Hamlin uses 
to obtain the names of substantial pros- 
pects was enthusiastically received by 
those present. When he completes the 
sale of a large or medium sized policy, 
he will say to his client, “It will be 
necessary, as you know, to get an in- 
spection report on your financial stand- 














planation of it I’ve ever heard.” His ing. This is taken care of by the Retail 
plan is as follows: Credit Co. It has occurred to me that 
1. Uncle Sam says you can set aside you might like to give the names of four. 
a block of securities, sufficient to or five of your friends as references. 
cover your needs. Those securities This won't put you to any embarrass- 
will yield 6% during your life time ment and will facilitate the inspection.” 
and when the taxes are due Uncle Then when the inspection slips are sent 
Sam takes both the principal and into the Retail Credit Co., Mr. Hamlin 
interest. goes back to his client with the ques- 
The other way, which is provided tion, “Which of these five men would 
for by insurance, is to set aside the you recommend my seeing?” Mr. Ham- 
securities and instead of receiving lin said that this request pleases any 
Connecticut General News 
Hartford, Conn. 
1925 Record 
New Paid Life Insurance $224,049,835.00 
Life Insurance in Force Dec. 31, 1925 741,382,864.28 
Life Department Income 22,651,563.39 
Accident Department Income 1,791,450.60 
Total Income 24,443,013.99 
Ten Years of Progress 
New Paid For Life Insurance 
Year Life Insurance In Force Assets 
1915 $ 20,197,074.00 $ 95,984,980.70 —$16,232,628.00 
1920 146,265,306.63 — 362,387,933.11 32,258,052.01 
1925 224,049,835.00  741,382,864.28 74,540,284.44 
Sixty-First Annual Statement. 
Liabilities $67,407 ,060.03 
Excess Security to Policyholders 7,133,224.41 
Assets, December 31, 1925 74,540,284.44 
ba 4 
Connecticut General 
Life Insurance Company 
— eae ot 











man and he invariably gets simple cards 
of introduction to these friends. He 
never fails to get into the man’s private 
office since the card comes from a per- 
sonal friend and the man does not know 
what Hamlin’s business is. But as soon 
as he is in Mr. Hamlin comes out with 
the direct statement: “I don’t want you 
to be influenced by this card; its only 
purpose was to get in to see you.” He 
then tears it up. 


Other Successful Methods 


Mr. Hamlin never mentions death in 
his canvass since it carries a distressing 
negative appeal, in his opinion. He talks 
life and business, not life insurance. One 
of his chief aims is to find’a way to get 
a prospect to agree with the thing he 
wants him to agree with, without get- 
ting the man to disagree with him. In 
spite of the fact that he talked and 
answered questions for over an hour at 
the McNamara meeting, Mr. Hamlin said 
that after one or two leading questions 
he lets his prospect do all the talking. 
He did say, however, that this is one of 
the hardest things for him to do since 
it is a natural impulse salesman 
to talk. 

One striking thing about Mr. Hamlin 
is his willingness to give ideas to others. 
The following are some of the most use- 
ful, as expressed in his own language: 

1. The two most valuable things in 
life are ability and time. Feature them 
when selling. 

2. Big men do 
Don't rush them 
things out. : 

3. Never give a prospect the impression 
you are trying to make a radical change 
in his insurance program. 

4. Deal in fundamentals; talk in per- 
centages, not amounts. 

5. After advising a prospect I will say, 
“All of these ideas 


for a 


time. 


think 


thing at a 
let them 


one 
but 


are not my Own. 
I am not a Solomon and the few things 
that | know are what other men have 


told me.” 
6. On my first visit to a business man 
I always ask, “Would you like me to be- 
come your life insurance advisor?” If 
he shows hesitancy I will tell him to 
eliminate me from his mind. But if he 
is willing to hear my ideas I ask him 
to tell me what he thinks of life insur- 
ance, what policies he carries and what 
amounts he thinks he needs. This pres- 
entation starts a man talking and the 
longer he talks the better. 

I never make a direct statement but 
prefer to quote from the views of some 
national leader or authority. When my 
prospect disagrees with another’s views 
I am liappy since it starts a discussion. 

Talking to an executive on busi- 
ness insurance, | will say, “The business 
of which you are the head will prosper 
as long as you manage it but when you 
are removed it will deteriorate. Wouldn't 
you be interested in investing your share 


of the earnings at 2% and be sure of 
your company’s Sutene, as well as your 
own.” 

9. 1 used to make notes when in a 
man’s office; | would enter his office 
lugging around a packed brief case. Ex- 
perience has taught me to make abso 


lutely no notes but instead I get a men- 
tal picture of his problem which [ take 
back to my “laboratory” for solution. 

Taking Stock of Himself in 1918 

An interesting feature of Mr. Hamlin’s 
career was the size-up he made of him- 
self in 1918, the year he had decided to 
pay for $1,000,000. His frankness and in- 
tensity in analyzing himself is re vealed as 
follows: 

“Let me take 
and forward, and see if the 
six months ago are to become the real- 
ities of six months hence. I am confi-s 
dent they will if I hold myself tensely to 
my task. My desired results will be 
obtained with absolute reality and cer 
tainty, and with the gqmission of dry 
period or slumps, if my program of ef 
fort is to be maintained. 

“There must be a definite system by 
which I get, or can get, maximum re sults. 
1 must find it and then use it to the 
exclusion of everything else. Of course, 
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by adopting this method I will first lose 


some business, but by this method even- 
tually my returns will be a hundred fold. 

“This is an age of specialists and of 
concentration. Henceforth I shall pro- 
ceed independently of all men in both 
thought and action. I must strive to 
be a leader, as I am no longer content 
to remain with the crowd. I believe, 
like Marden, that a man can accomplish 
whatever he desires, if he desires it with 
his whole heart and soul. I must insist 
on a strict discipline of myself, that I 
may become more efficient, more thor- 
ough, more tenacious. 

Lining Up a Definite Program 
“If 1 am to do one ‘million a year, I 

must have a definite program. How can 
it be done?” Mr. Hamlin decided on the 
following program: 
1. Subdivision of prospects, as fol- 
lows: 

Class A. Those capable of buying 

$10,000 and upwards. 

Class B. Those capable of buying 

less than $10,000. 

2. By having a minimum standard of 
work, as follows: 

Class A Prospects—One interview 
with a new prospect each day, by ap 
pointment,.if possible. 

Class B Prospects—One interview 
with a prospect a day, either with 
or without an appointment. 

This effort, if applied intelligently, 
should produce the following results : 
Class A—one case each week, 

average $15,000. 

Class B-—two cases each weck, 

average $5,000. 

Total each week.........$25,000 

Total in four weeks... .$100,000 

Total in ten months. .$1,000,000 
Of course, it is difficult to tell in ad 

vance in just what class a prospect be 
longs, but there are ways of securing in 
advance information which will be of 
tremendous value, such as a man’s posi 
tion and the amount of money which he 
says his family requires to live on. It 
can be obtained through introduction 
cards and various other methods. 
To Work on Saturdays and All Holidays 
“With reference to Class B there is no 
reason why I should not have at least 
one interview daily. If I don’t there can 
only be one reason—shiftlessness. Sat 
urdays and holidays in this program are 
not to be excepted. In other lines of 
business where people enjoy a_ holiday 
they are obliged to make up the work 
on the day before or after. The only 
exception will be Saturday during July 
and August, illness, absence from the city 
and other contingencies over which I 
have no control. I am convinced if I 
can discipline myself to religiously carry 
out this intensive program I can write a 
million a year. I shall never sit down, 
swell up, look back and say, ‘I am satis- 
fied, for I believe there are greater 
things ahead.” 


BANKS AND UNDERWRITERS 

Trust companies and insurance men 
will hold a joint meeting in Providence 
tomorrow night. 


TRIES TO ENJOIN 200 SHARE 


St. Louis Echo of Sale of Missouri State 
Life; Temporary Injunction 
Is Issued 

A suit to enjoin the transfer of 200 
shares of stock of the Missouri State 
Life, held jointly by John L. Johnston, 
formerly a director of the company, and 
Charles A. Lemp, until a $15,000 note 
endorsed by Johnston is paid in full, 
was filed by the South Side Trust Com- 
pany in St. Louis, February 8. 

The stock in question is said to be on 
deposit with the Mississippi Valley 
Trust Co., of St. Louis, Mo., as collateral 
on another loan, and that trust com- 
pany is named as a defendant in the 
suit to enjoin it from permitting the re 
moval of the stock. 

Circuit Judge Ittner issued a_ tem 
porary restraining order which is re 
turnable on Thursday. 


AETNA LIFE FIELD CHANGES 

Three changes affecting Aetna Life’s 
general agency personnel have recently 
been announced by Vice President K. 
A. Luther. 

C. A. Edwards has resigned as general 
agent at Bridgeport, effective December 


IF. L. North has formed a partnership 
with Howard A. Allen, effective Jan 
uary 1. They now operate under the 
firm name of North & Allen. 

R. J. Blalock has resigned from the 
firm of Blalock & Sorrells effective De- 
cember 31. George B. Sorrells, a part 
ner in the firm, assumes full charge of 
the general agency. 


e e 
The Group Situation 
(Continued from page 3) 
to put up a deficiency reserve, but in the 
case of one year term policies where the 
rate is fixed each year, there is practi 
cally no deficiency reserve and_ there- 
fore no penalty. 

“The Department, after receiving this 
information, called the companies to 
gether to see if there was any way to 
prevent a ruinous rate war which would 
result in the end in a loss to the policy- 
holders and a demoralization of the 
group business. The bill which has been 
prepared by the department after a con- 
ference with the companies, has been ac 
quiesced in by all the companies includ 
ing both the non-participating and the 
mutual companies and it is believed that 
it will result in a stabilization of the busi- 
ness and benefit the policyholders as of 
course it will prevent excessive expenses. 
The participating companies are under 
obligations to return any profits in the 
business to the policyholders. It is be- 
lieved that competition will require the 
non-participating companies in re-rating 
to keep their rates at practically the 
same level as the net cost in the partici- 
pating companies.” 

Companies here have been trying hard 
to trv and straighten out a bad situation. 


When the special agent calls ask him 
what new production ideas he has run 
across in other cities. 





N. . # Aenociition Hears 
Two Dinner Talks 


ARE BASED ON STATESMANSHIP 
George H. Harris Comes Down From 
Canada; H. D. Hart Says Advertis- 
ing Copy Will Help Agent 
The monthly dinner meeting of the 
Life Underwriters’ Association of New 
York, held Tuesday evening, February 
9, at the Hotel Astor, was featured by 
two brilliant speeches on the art of life 
insurance selling, which at times 
sparkled with humor. The speakers 
were Hugh D. Hart, of the Aetna Life 
general agency of Hart & Eubank, and 
George H. Harris, supervisor of field 

service of the Sun Life of Canada. 

Mr. Hart’s subject was “Outside Aids 
to Life Insurance Selling.” About ten 
years ago while he was still in the South 
the question arose in his mind as to why 
life insurance did not make a wide ap- 
peal or meet with a more ready recep- 
tion from the public. After much study 
and investigation he came to the con- 
clusion that the great majority of the 
business then on the books of life in- 
surance companies had been put there 
by what he termed “the volatile quality 
of salesmanship,” and that only one 
process in the technique of salesmanship 
was being used almost to the exclusion 
of every other means. 

He looked into sales methods of de- 
partment stores and discovered that they 
used extensively and daily four chief 
means to promote merchandising. These 
were: 1. capital; 2. the telephone; 3. 
newspaper advertising;. 4. the United 
States mail. And Mr. Hart gave it as his 
opinion that each of these four factors 
entering into the success of department 
store merchandising would be found 
equally helpful in life insurance selling. 
He did not offer these suggestions, he 
said, as substitutes for the old estabe 
lished and fundamental method of per- 
sonal selling, but as valuable aids and 
stimulants. 

— 
Aids to Insurance Selling 

The progress of life insurance had 
much suffered in the past, he stated, 
because of the notion that those enter- 
ing it did not need to have any capital. 
He hoped that the companies would put 
an end to the practice of engaging as 
agents and subsidizing individuals who 
did not have sufficient capital to main- 
tain themselves and lay a secure foun- 
dation for future business. As to the 
use of the telephone, he knew that many 
agents objected to it as undignified, but 
if a minister, a doctor, or a lawyer could 
use the telephone for transacting pro- 
fessional business a life underwriter 
could do so with-equal dignity and help- 
ful convenience. 

Newspaper advertising by life insur- 
ance sellers, the speaker pointed out, 
was still a great and almost untouched 
field which in his opinion held wonder- 
ful possibilities. It was exceedingly - 
practical. The objections to such ad- 





vertising usually arose from the fact 
that the agent did not get the returns 
he expected, but the reason for the un- 
satisfactory results in the past was that 
often the agent tried to write his own 
ad, and being inexperienced in the tech- 
nique of advertising made a bad job of 
it. And even when the newspaper pub- 
licity was handled by an advertising 
man, the results still left much to be de- 
sired because few advertising men had 
yet mastered the knowledge of insur- 
ance selling with the technique of ad- 
vertising. So past experience was no 
true indication of the positive value of 
newspaper advertising for selling ‘life 
insurance. Too often newspaper copy 
was based on the machinery of insur- 
ance instead of its service. Each sep- 
arate piece of copy should deal -with 
services of a specific character in which 
people are interested and explain the 
policy best suited to give those serv- 
ices. He told of the experience of one 
agent who recently spent $250 for news- 
paper space and got through it 300 re- 
plies. This agent has already written 
$400,000 of business as a direct result 
of this advertising and has not’ yet 
worked half the replies. In the use of 
the mails for circularizing, Mr. Hart 
cited his own experience of getting from 
1 per cent. to 66 per cent. replies to cir- 
cular appeals. 

Mr. Harris gave an unusually inter- 
esting talk on “Life Insurance—Sales and 
Salesmen,” his address abounding with 
practical suggestions. He © specially 
stressed the importance of getting right 
down to fundamental issues in interview- 
ing a prospect, and cited the statement 
made to him by a successful agent: “I 
don’t sell every prospect that I call 
upon, and I can’t sell every prospect 
that | call upon, but if ever a man turns 
me down after I am through with him, 
he knows the consequences of his ac- 
tion.” 

Before introducing the speakers of the 
evening, President George A. Kederich 
of the association, who acted as toast- 
master, presented to the audience three 
other guests who had places at the 
speakers’ table, Conrad Dykeman, past 
president of the association; William R. 
Spinney, superintendent of agents of the 
Union Mutual Life; and Dr. Griffin M., 
Lovelace, New York University. 

SUES FOR $37,500 

Edward J. Wessels, a veteran in- 
surance man, for years well known 
in the New York field, has entered suit 
for $37,500 against Perez F. Huff Co., 
based on differences between him and 
Mr. Huff growing out of an arrange- 
ment relative to handling of the Wessels 
business. 

PREMIUMS OF MILLION WEEKLY 

Commissioner Smith of Wisconsin 
this week addressed 500 builders in a 
talk at Madison, among the other spea's- 
ers being the president of the Univer 
sity of Wisconsin, Glenn Frank. M1 
Smith said that the people of Wisconsin 
are paying $1,000,000 a week for life in- 
surance premiums. 
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group of men with unusual foresight. 
would create 


| Of service inaugurated at its birth. 


Springfield, Massachusetts 





the Massachusetts Mutual Life Insur: 


They conceived an organization that 
a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 


During all these years this institution has faithfully maintained the spirit 
To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


| The Company of Satisfied Policyholders 
| JOSEPH C. BEHAN, Superintendent of Agencies 
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Increased Dividends 


The Equitable Life of Iowa announces 
a new, increased dividend scale, making the 
already low cost of insurance in “Iowa’s 
Oldest Company” the lowest in its history. 

In 1925, Equitable Life of Iowa payments 
in dividends to policyholders exceeded the 
payments in death claims by 70 per cent. 
AN OUTSTANDING RECORD! 


EQUITABLE LIFE 


INSURANCE COMPANY 


OF IOWA 
Home Office: Des Moines 
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Equitable Society 
Announces New Plans 


SALARY SAVINGS; NON-MEDICAL 








New Five-Year Term With Full Disab- 
ility and Double Indemnity Is Con- 
vertible Within That Period 





New insurance plans were announced 
by the Equitable Life Assurance at 
a three-day managerial conference in 
Chicago this week. President William 
A. Day, Agency Vice-President Frank 
H. Davis, Second Vice-President John 
A. Stevenson, Second Vice-President 
William J. Graham, Superintendent of 
Agencies William G. Fitting, Dr. Arthur 
Geiringer and Assistant Actuary Mer- 
vyn Davis were the officers present from 
the home office. 

President Day gave a detailed review 
of the progress of the Society during 
the year just closed, dwelling particu- 
larly on the growth in outstanding in- 
surance, and congratulating the man- 
agers on the production of an unpre- 
cedented volume of new insurance 
in 1925. 

New Plan Announcements 

\gency Vice-President Davis an- 
nounced that effective February 15, the 
Equitable would be prepared to write 


salary savings insurance on non-med- 
ical form; that effective the same date 
standard insurance for amounts grad- 


uated up to $10,000 would, under pre- 
scribed rules, be granted without med- 
ical examination to policyholders  in- 
sured within the preceding five years; 
and that the Society will shortly issue 
a new five-year term policy with full 
disability and double indemnity accident 
features included, and convertible to a 
permanent form at any time within the 
five-year period without new medical 
examination, 

The salary savings plan as adopted 
by the Equitable provides for medical 
examination for amounts in excess of 
$5,000, and in any case where deemed 
advisable by the home office. 

The non-medical plan for existing 
policyholders limits the amounts to $10,- 
000 for those insured within one year; 
to $5,000 for those insured within two 
years; and to $2,500 for those insured 
from two to five years previously. 

The sales plans for the entire year 
were outlined by Second Vice-President 
John A. Stevenson, and advance copies 
of a new correspondence course in three 
sections of ten lessons each were re- 
leased to the managers. 

The session on group insurance was 
led by Second Vice-President Graham 
and short talks were given by Assistant 
Actuary Mervyn Davis, Edward A. 
Woods of Pittsburgh, Frank L. Jones 
of Indianapolis, and by E. E. Deemer, 
who led the Equitable forces in group 
production last year. 

The final session was devoted to a 
general discussion of the education and 
training of agents and was participated 
in by about twenty members of the 
managerial staff. 

About three hundred general agents, 
agency managers, and district managers 
attended the sessions. 


SALARY SAVINGS EXPERIENCE 
An analysis of the Connecticut Gen- 
eral Life’s first year experience with 
salary savings plan shows that during 
1925 several of the larger agencies wrote 
25 per cent. 6f their total business on 
the salary savings plan, and for all 
agencies the percentage was 10.7. The 
average premium per $1,000 of salary 
Savings insurance was $28.03 as com- 
pared with $25.87 per $1,000 of regular 
business. The percentage of salary sav- 
ings business on the Term plan was low, 
being 18.3 as compared with a percent- 
age of 36.5 Term on regular business. 
A less favorable aspect, however, was 
the small size of the average salary sav- 
ings policy, $2,068, as compared with an 
average size policy of $4,949 on regu- 
lar agency business. 


WILL BE MAINE GENERAL AGENT 





J. Lawrence Day to Represent National 
Life; to Devote Time to Expan- 
sion of Sales Force 
The National _ announces the ap- 
pointment of J. Lawrence Day as gen- 
eral agent for Maine, with headquarters 
at 29 Exchange street, Portland. Mr. 
Day is a graduate of Dartmouth College’ 
and The Amos Tuck School of Adminis- 
tration and Finance. His experience in 
the life insurance business fits him _ to 
give authoritative information regarding 
insurance plans. Because of his educa- 
tion and training, he is particularly fitted 
as a counselor to men who are consider- 

ing life insurance as a vocation. 

5. Wilson will continue with the 
company, having his headquarters in 
Pearl Building, Bangor, Me. He will de- 
vote himself, as he has for so many 
years, to giving personal service to his 
clients and policyholders in Eastern 
Maine, while Mr. Day will devote most 
of his time to the expansion of the 
sales force. 


MADE AGENCY SUPERVISOR 

Ralph H. LeRoy, for the past seven 
years with the Robert I. Clancey gen- 
eral agency of the Aetna Life at Win- 
nipeg, Canada, has been appointed 
supervisor of the agency. Mr. LeRoy 
is a native of the province of Ontario 
and was educated in Toronto. He came 
to Winnipeg twenty-one years ago as 
agent for the Canada Permanent Mort- 
gage Corporation, and entered the 
financial brokerage business in 1912. 
Ever since joining the Clancey organ 
ization, he has led his agency in pers- 
onal production. 


RESIGNS AFTER 35 YEARS 
After nearly thirty-five years of serv- 
” with Aetna Life, assistant. secretary 
. H. Symonds has tendered his resigna- 
pte to take effect after the next annual 
meeting of the company. Mr. Symonds 
entered the Aetna employment in 1891, 
and was elected to his present position 
in 1918, filling it with unusual capacity. 


A SOURCE BOOK OF PROSPECTS 


One agent reports that whenever he 
feels he has run out of prospects for life 
insurance, he skims through the classi- 
fied manual. This list of occupations 
always suggests some new line to work 
or reminds him of some forgotten ac- 
quaintance. 


Riegel on n Trusts 
(Continued from page 3) 
said the assured may loan will power 
or means successfully to continue paying 
premiums and will lapse its policy. He 
thought the funded or living trust plan 
is not so suitable for small estates. 

Professor Riegel concluded by saying 
that there is a doubt whether any plan 
in present use can be considered a final 
solution of the problem of fully protect- 
ing the beneficiaries of life insurance 
policies. “The life insurance plan is 
subject to limitations with respect to 
flexibility and discretion as well as minor 
legal complications; the trust plans are 
beclouded with embarrassing legal ques- 
tions of great potential significance,” he 
said. “Even at present in some juris- 
dictions they are legally of dubious ef- 
ficacy. It is not impossible that plans of 
the latter type will be abandoned in 
states with statutes ‘for protection 
against creditors, as in. Pennsylvania, 
in favor of the single-premium life in- 
surance policy with settlement options, 
as being more certain in operation even 
if somewhat restricted in flexibility. In 
any event the old argument with respect 
to savings in taxes now seem to yield 
the stage to the recurrent and more 
serious problem of adequately protecting 
the beneficiary. 

Prof. Riegel saw that in comparison 
with the life insurance companies’ earn- 
ings of 4.7 per cent. a research commit- 
tee of the trust companies has ascertain- 
ed from a country-wide inquiry that 
trust companies paid to beneficiaries last 
year about 5.5 per cent. 


H. W. JONES MAKES CHANGE 

Effective February 15, 1926, Herbert 
W. Jones, for over four years manager 
of production of the Goulden, Wood- 


ward, Cook & Gudeon Agency of the 
Connecticut General, becomes associ- 
ated with Hart & Eubank as assistant 


to the general agents in the production 
of brokerage business. 

Mr. Jones was born in Brooklyn in 
1883. He was educated in the public 
schools of Brooklyn. Immediately after 
leaving high school he was put in charge 
of sales in Pittsburgh and part of the 
territory West, for the Tobacco Prod- 
ucts Co. During the World War Mr. 
Jones served with the 29th Division, 
Heavy Artillery, in France, as Regi- 
mental Supply Sergeant. His first in- 
surance experience was with the New 
England Mutual in the Agency of Ed- 
ward Allen in 1919-1920. He left the 
New England Mutual and became asso- 
ciated with the Connecticut General 
Agency of Goulden, Woodward, Cook & 
Gudeon. 











AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
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HOME LIFE 


Insurance Company 


of New York 


ETHELBERT IDE LOW, 


President 


The 66th Annual Report shows: 


Premiums received 


during the year 1925.. $8,563,525 
Payments to  Policy- 
holders and their Ben- 
eficiaries in Death 
Claims, Endowments, 
Dividends, ete......... 6,414,143 
Increase in Assets.... 3,174,334 
Insurance in Force...281,338,015 
Admitted Assets...... 54,631,552 


FOR AGENCY APPLY TO 
256 BROADWAY 
NEW YORK 




















This Company issues all modern forms of 
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INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
contracts from BIRTH to 68 years next 


IAL POLICIES are — FULL IMMEDIATE BENEFIT from date of issue and 


valuable SPECIAL DISABILITY and 


LICI cae TOT 
DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE ey beaeas 


MAN witO Lt LOVES “a FAMILY 
J. CUNNINGHAM, Vice-President 


, President 
JOSEPH L. DURKIN, ag 4 
DR. E. BRYAN KYLE, Medical Director 


JOHN J. GALLA 


AL AND 


, Treasurer 


PHILADELPHIA, PA. 
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NEW POLICY 


Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 





The Manhattan Life Insurance Co. of New York 
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ONWARD MARCH—1925 


Total of Paid-for Business 


$134,242,954 


157,045,211 





BANKERS LIFE COMPANY 


G. S. NOLLEN, President 
DES MOINES, IOWA 











Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR 
Seventy-five Years of Service to Policyholders 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 


Incorporated 1851 
hale mee MASSACHUSETTS 
RHODES, President 
OPENING AL WAYS FOR RIGHT MAN 


New Policy Forms 
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AGENCY PRIDE 3 
AGENCY SPIRIT : 
AGENCY LOYALTY 


Are as important to the individual 
in a life insurance selling organization 


as 


A High Surplus 
A High Interest Rate 
A Local Home Office Service 


The Members of 





ORGANIZATION 


MANAGERS 


Have Built the First Three 


THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 


(Established 1860 under the laws of the State of New York) 


Has Built the Last Three 


A HAPPY COMBINATION 
“Golden Rule” Agency 


25 CHURCH STREET NEW YORK CITY 
Rector 7501-10 


“Builders of Successful Men” 
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Exhaustive Survey 
of Cancer Facts 


REPORT ANALYZES MUCH DATA 





Three Life Insurance Companies Con- 
ducting a Fact Finding Investigation 
Into Malady 


The second preliminary report on the 
San Francisco Cancer Survey, conducted 
under the auspices of the John Han- 
cock, the Pacific Mutual, and The Pru- 
dential, is now published and contains 
a detailed and thorough analysis of the 
information gathered in the course of 
the past several years. Dr. Frederick 
L. Hoffman, consulting statistician of 
The Prudential, who has prepared the 
report, states that the investigation has 
been a fact finding inquiry without 
any previously conceived theory as to 
the cause of cancer. 

For purposes of comparison, nine 
other cities, extending from Oakland, 
Cal., to New Orleans and Boston, were 
also included in the survey and approx- 
imately 20,000 death certificates of can- 
cer victims have been made the subject 
of detailed consideration. The informa- 
tion at hand is analyzed as to locality 
with reference to the theory that cer- 
tain streets and houses are factors in 
the causation of the disease, as to 
family history and heredity of the vic- 
tims, as to diet, occupation, duration of 
the disease, sex, age, and other factors 
which may have a bearing on the causes 
of the malady. 

“Tl am not aware,” Dr. Hoffman says 
on the scope of the survey, “of any 
previous investigation having as ex- 
haustively considered the facts reported 
on the death certificates as has been the 
case in the present survey. Many sug- 
gestions are reaching me, especially from 
foreign countries, urging particular lines 
of inquiry, some of which at least are 
extremely interesting and, if feasible, will 
be taken into account. It is hoped that 
this line of inquiry may in course of time 
prove of real usefulness to the medical 
profession, which at present relies large- 
ly on very inadequate returns, chiefly 
representing individual clinical expert- 
ence. 


INSURE THE WHOLE FAMILY 

Urges P P. Putney, of the South- 
western Life of Dallas, for the real 
reasons below: 

“T have seen homes where the father 
carried a life policy of a considerable 
amount. Possibly his wife would con- 
tract a long illness, and, after a season, 
pass over. After the doctor’s bills and 
funeral expenses were paid, that home 
was a financial wreck. The head of the 
family was protected, but his insurance 
did not protect that home. I have seen 
homes where a fine young son would con 
tract an illness, and, after a season, he 
would die. After the doctor’s bills and 
funeral expenses were paid, that home, 
too, was a financial wreck. Just recent 
lv I saw a fine young daughter in her 
home. She was sick for possibly six 
months and died. Her father had a big 
life insurance policy. After all expenses 
were paid, he found himself in such a 
position that he may now lose his in 
surance policy. Placing all the insurance 
on the head of the family does not pro 
tect the home. The home is protected, 
if the father dies first. Unless we pro 
tect the individual members of the hoine, 
we are not giving absolute protection to 
that home.” 


JOINS SEABOARD LIFE 

Dudley C. Jervis of Houston, Texas, 
has become. associated with the Sea- 
board Life of that city, and has given 
up his active connection with the Ford, 
Jervis Lumber Company, of which he 
still continues as a director. He is now 
attending the Rockwell Insurance School 
and starts on his active work in the 
IMsurance business this month. 
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The former my age, the latter my experience 
ORDINARY AND INDUSTRIAL 


From Agent in the Field to 
Executive at Home Office 


My Forte—Agency Organization 


Will consider general agency 
or Home Office position 














Address “Yen Years Present Agency” care 
of this paper. 














How Auditor Became an Agent 


Most men enter the life insurance field 
because of the fact that they are con- 
vinced that the business offers a fi- 
nancial future. But rarely, if ever, does 
any man find himself in the enviable 
position of having the necessary quali- 
fications for life underwriting, and dis- 
covering such characteristics through a 














IRVING SCHNUR 


talk with an otherwise disinterested 
party—a layman. ‘That, exactly, is why 
Irving I. Schnur, is now associated with 
the Equitable Life Assurance Society, 
and this is the story, minus the frills, 
as follows: 

Mr. Schnur, who, by profession, was 
an accountant, happened to be audit- 
ing the books of a prominent fur mer- 
chant in December, 1924, and during 
a conversation with this client, he said: 
“Mr. Blank, it appears to me that you 


should carry about $100,000 additional 
business insurance.” The man_ smiled. 
“What company do you want to put 


me in,” he said. “I guess you misun- 
derstand me,” replied Schnur, “for I 
am merely giving you advice based upon 
my audit of your books. It is quite 
evident you should carry about $100,000 
more, and I think it advisable that you 
vet in touch with some insurance man, 
and let him put you through.” 

Mr. Blank was somewhat startled, nat- 
urally, and said, “Schnur, if you really 
mean it that way, I can only say it is 
most unusual for any man to have such 
a conscientious desire to serve, that he 
gives advice, not for what he can get 
out of it, but for the purpose of serving 
his client. Why don’t you go into the 


insurance business?” “Do you really 
mean that,” asked Schnur. “Yes, I do,” 
came the reply, “Think it over.” 

Several months later he had a second 
talk with his friend who surprised Schnur 
by saying: “I have been waiting for you 
to get into the business before taking 
that $100,000—and I am going to make 
you a sporting proposition. The day 
you come to me and tell me you have 
sold your first policy, in some reputable 
company, I will give you my application. 
One day in March, Mr. Schnur walked 
into the office of I. A. Lewis, agency 
manager for the Equitable at 280 Broad- 
way, New York, and signed a contract. 
Two weeks later he brought in his first 
application, which, it so happens, was 
for $150,000 on the life of a world-fa- 
mous opera singer, who applied for a 10 
Payment Life policy, with an annual 
premium of nearly $10,000. This was 
paid for during the second week of April, 
1925. True to his promise, Mr. Blank 
thereupon signed an application for 
$100,000 on the 20 Payment Life plan, 
and this policy was paid for on April 
30th, premium over $6,000. 

Mr. Schnur is only 29 years of age, 
and although his first month’s business 
was for $250,000 with premiums of $15,- 
000, he has no intention of confining his 
work to a search for big cases. His goal 
is a minimum of $100,000 a month, for 
a total of $1,000,000 before the end of the 
year. His slogan is: “Work at top speed 
all day long, and do your dreaming, 
planning, studying and sleeping at night.’ 


VETERAN LIFE AGENT DIES 

Michael E. Fitzgerald, for the past 
fifteen years an agent of The Pruden- 
tial in Rochester, N. Y., died on Febru- 
ary 6 at the age of 57, following a brief 
illness. Mr. Fitzgerald was born in 
Geneseo, N. Y., and received his educa- 
tion there before coming to Rochester. 
He was a member of the Knights of 
Columbus and of the Holy Name So- 
ciety. of Rochester. 


New Life Business _ 
of British Companies 


INCREASES SHOWN FOR 1925 


Eight Companies Issue Preliminary 
Totals of New Business 


Written Last Year 


Eight of the British life insurance 


companies have issued figures on the 
their 1925 business, which 


show substantial increases over the pre- 


volume of 


ceding twelve months, bearing out the 
recent assertion made at the Insurance 
Institute of London that great oppor- 
tunities exist for a larger development 
of the life 
United Kingdom. 


insurance business in the 


The new policies issued by the Manu- 
facturers’ Life of Canada last year 
amounted to more than £13,350,000, as 
compared with £12,419,000 in 1924. The 
National Mutual of Australasia wrote 
£7,050,000 of new business, an increase 
of about £770,000 over the previous year. 
Atlas Assurances had approximately £2,- 
900,000, after deducting reinsurances, 
which is £200,000 more than the cor- 
responding figures for 1924. The London 
Life’s new business was £2,456,000, as 
compared with £1,887,299 for the year 
preceding. Total single premiums 
amounted to £600,105, and renewal pre- 
miums to £95,561. 

The gross amount insured by the 
equity and Law Life last year came to 
£1,540,123, and the net to £1,399,290, rep- 
resenting new gross premium income 
of £682,602 and net of £598,835. The 
figures on the new business of Wesleyan 
and General Life showed an increase 
over 1924 of £75,882, and totalled £1,130,- 
722. The Old Equitable issued new 
policies amounting to more than 4l,- 
010,000, representing annual premiums of 
£39,080 and single premiums of £57,280. 
Single payments for annuities exceeded 
£68,500. Claims during the past year 
were less and the new business consid- 
erably larger than for 1924. The new 
business of the National Mutual Life 
for 1925 was the largest in the society's 
history and amounted to 644 policies 
with coverage of £753,672. The society 
also announces that its annual bonus to 
be declared for 1925 will be at the in 
creased rate of 44s. per cent’ compound, 
was compared 
years, 


with 42s. for past six 


NEW PRUDENTIAL GROUPS 

Four financial institutions of Camden 
have taken out group or wholesale life 
insurance with The Prudential for the 
protection of their employees. These 
are the Camden Safe Deposit and Trust 
policy, while the First National State 
Co., the First National State Bank of 
Camden, the East Side Trust Co., and 
the Broadway Trust Co. The policies 
range from $500 to $2,500, depending 
upon length of service. This insurance 
is granted without cost to the workers 
and because of the large number cov 
ered medical examination was not re- 
quired. Edwin Pearson, Prudential 
superintendent in Camden, placed the 
Camden Safe Deposit and Trust Co. 
policy, while the First National State 
Bank: of Camden negotiation was made 
by Smith-Austermuhl Co., brokers of 
that city. 





2050, Woolworth Building. 





WANTED 
AGENCY SUPERVISOR 


The Greater New York Department of one of the old Life 
Insurance Companies desires a live, energetic Agency man to 
assist in further developing Agency. 
views will be held in strictest confidence. 


Salaried position. Inter- 


Apply Cashier, Suite 
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NEW YORK FIRE PREMIUMS 

Fire insurance premiums written on 
property located in Manhattan and the 
York City, during 1925, 


showed a decrease of about 24% in 


Bronx, New 


volume, and this is in addition to a de 
written in 1924, 
Many persons wonder why this is so in 


crease on business 
face of growing business in this city, 
increasing construction and enhanced 
property values. The consensus of opin 
ion appears to be that more careful 
selection of risks and less merchandise 
in hands of retailers’ and jobbers’ ac 
counts for the decreased amount of fire 
insurance available in these two large 
boroughs of New York City. 

Business methods have undergone a 
radical change in the last few years. 
Where formerly merchants and distribu- 
tors accumulated large quantities of 
goods to be sold as the demand ap 
peared, for the last couple of years bet 
ter transportation and increased manu 
facturing facilities have eliminated the 
necessity for purchasing goods for de- 
livery in New York except as required 
for immediate retail consumption. Thus 
fire underwriters are not called upon to 
insure large quantities of goods in stor- 
age. Many large warehouses in this city 


are to-day far from full, insurance men 
report. 

As new buildings replace those being 
torn down fire insurance rates generally 
go down likewise. Modern construction, 
sprinkler systems and other up-to-date 
fire resistive installations cut the fire 
hazard. This results in reduced rates 
for contents. Insurance companies, too, 
are being much more careful about their 
underwriting of certain classes of risks, 
especially in the garment trade section 
of the city. 

For the last six months of 1925 the 
Crum & Forster agency led in volume, 
with the Central Fire Agency, Inc.; 
Wallace Reid & Co., Inc., and Hoey & 
Ellison following. Among the companies 
the Home led again, with the Great 
Continental, Liverpool & 
Globe, North 
States Fire the next ranking 
Phe Home wrote $1,450,000 
premiums during all 1925 in Manhattan 
and the Bronx. The Crum & Forster 
group of companies wrote the largest 


American, 
London & 
Lnited 


companies. 


River and 


volume of business, premiums being 
$2,113,609, as against $2,088,911 for the 
Home group. However, the Home group 
included only four companies, compared 
with a larger number in the Crum & 
Forster group. 


HENRY F. RUSSELL DEAD 

Henry F. Russell, resident engineer of 
the Underwriters Bureau of the Middle 
and Southern States at Baltimore, died 
at his home at West Arlington, Md., on 
February 7. He entered the Bureau 
service in 1907. For several years he 
was on the inspection force and then 
became permanently located in Balti- 
more as resident engineer. Mr. Rus- 
sell was a man of genial personality and 
outstanding ability. 


Carl M. Hansen, vice-president of the 
General Reinsurance Corporation, sailed 
last Saturday on the S. S. Olympic for 
a trip of over two months to Europe. 
Mr. Hansen’s chief object in’ going 
abroad is to visit his father in Denmark, 
who is past eighty years old and whom 
Mr. Hansen has not seen for many 
years. He will, however, visit London, 
Paris, Zurich, Berlin, Copenhagen and 
Stockholm on business, returning to this 
country the early part of April. 

* * x 


Colonel Franklin D’Olier, who became 
vice-president in charge of administra- 
tion of The Prudential January 1, 1926, 
has been elected a director, filling the 
vacancy caused by the resignation of 
S. Parker Gilbert, who retired from the 
board because of his continued absence 
abroad as Agent General of Reparations 
under the Dawes plan. 


Phillips and Michelbacher Resign 


The resignation this week of Jesse S. 
Phillips, general manager, and G. F. 
Michelbacher, as secretary-treasurer, of 
the National Bureau of Casualty and 
Surety Underwriters proved a great sur- 
prise to most insurance men. Neither 
would tell of future plans, but it can 
be stated that they will continue in the 
insurance business. 

Apparently, the resignations were 
amicable as all concerned are throwing 
bouquets. Mr. Phillips gave a statement 
to the press saying that the Bureau is 
functioning most efficiently, making real 
progress and all that sort of thing, and 
expressing his appreciation of the per- 
sonal, friendly ‘relations which he has 
enjoyed with the executive members. 
He said also: “I hope to continue in 
the casualty and surety business.” 

The company representatives at the 
executive session at which the resigna- 


tions were announced also passed out 
compliments. 

Jesse S. Phillips was superintendent of 
insurance in this state before and one 
of the most able men who ever held that 
office. He was a prominent member 
of the bar and a member of the leg- 
islature before taking that office. 

Mr. Michelbacher, generally regarded 
as a remarkably able student of insur- 
ance and a good diplomat, specialized 
in insurance at the University of Califor- 
nia and worked for that state on the in- 
dustrial accident commission, coming to 
New York as statistician of the Bureau. 
Later he was actuary of the National 
Workmen’s Compensation Service Bu- 
reau. Then he joined the National 
Council on Workmen's Compensation 
Insurance as secretary and he came to 
the National Bureau as secretary-treas- 
urer four years ago. 











The Human Side of Insurance 














JOHN M. RICHARDSON 


John M. Richardson, new New York 
inanager of the Maryland Casualty un- 
der William J. Kelly, resident vice-presi- 
dent, brings to the metropolis a win- 
hing personality and a whole-hearted 
spirit of western hospitality. He was 
exceedingly popular in Denver, Colorado, 
where he managed the company’s busi- 
ness im the state for six years. Mr. Rich- 
ardson is personally known to hundreds 
of people in Colorado. A skilled hunter 
of big game and a tireless fisherman, Mr. 
Richardson had a farewell hunting ex- 
pedition just. before he left Denver 
which well repaid him for his time and 
efforts. The temperature was 16 below 
zero, but it did not deter him in the 
slightest from pursuing his favorite 
hobby. His faith in insurance as a pro- 
fession is indicated by the decision he 
made following his graduation from the 
University of Maryland to enter the 
claim division of the Maryland Casualty 
at $12 per week in preference to a politi 
cal future with the State of Maryland. 
Mr. Richardson was president of the In- 
surance Federation of Colorado and of 
the Mountain States Casualty and Sur- 
ety Underwriters. 

* ok x 

C. F. Kettering, vice-president of the 
General Motors Corporation and one of 
the world’s foremost engirfeers, has taken 
out life insurance for $1,600,000 to be 
used as a trust fund with which to carry 
on experimental work in the automotive 
industry after his death. Mr. Ketter- 
ing’s total life insurance is estimated to 
be close to four million. He is 48 years 


old. 


x ok Ok 


T. B. Macaulay, president of the Sun 
Life ef Canada, was a recent visitor in 
Cleveland, where he went to look over 
the industrial and investment situation 
in northern Ohio, with a view of select- 
ing securities that would meet the in- 
vestment requirements of his company. 
The Sun Life makes large investments 
in the stocks of public utilities and in- 
dustrial companies both in this country 
and Canada. The Sun Life is generally 
considered as one of the “big four” in- 
stitutions of the Dominion, the others 
being the Canadian Pacific, the Royal 
Bank of Canada, and the Bank of Mon- 
treal, 

While in Cleveland Mr. Macaulay told 
a representative of the “Plain Dealer” 
the character of the securities which he 
would consider for investment purposes. 
Preferred stocks must have paid divi- 
dends five consecutive years, and com- 
mon stocks must have paid them seven 
consecutive years at the rate of four 
per cent., or $4 a share on no par stocks. 
He said the Sun Life bought industrial 
stocks when they were low and held 


them indefinitely. Occasionally it also 
disposed of its holdings of certain 
securities, but was not continually in and 
out of the market. 

x *k 


Mervin L. Lane, agency manager of 
the Equitable Life Assurance Society, 
1140 Proadway, is in Chicago. 

* * * 


Rudolph Bukeley, of the New York 
Life in Honolulu, has received this let- 
ter as a New Year greeting from a Japa- 
nese agent whom he got into the com- 
pany and who is writing very success- 
fully: “I cannot do very much business, 
now, because every man is very busy 
to get old one more year, and it looks 
to me they all forget about he insur- 
ance but ‘the New Year.’ Why people 
do not prepare safety for their depen 
dents instead of New York, for death 
come, rain or shine, or new year, it never 
stop rolling. Will get good business 
next year, I do not give them any chance 
for escaping. Wishing you a Happy 
new year, and good hope.” 

TO RUN BUCHANAN AGENCY 
Arthur D. Grose, Well-Known Boston 

Newspaper Man, Was Assistant To 

Late Writer; Has Ad Accounts 

The John Buchanan Advertising 
Agency in Boston operated successfully 
for many years by the late John Buch- 
anan will continue business under 
Arthur D. Grose, who for four years 
was Mr. Buchanan’s associate.  lree- 
lance writing formerly done by Mr. 
Suchanan also will be continued by Mr. 
Grose. These arrangements are in 
compliance with Mr. Buchanan's ex- 
pressed wishes and the wishes of his 
family. 

The John Buchanan Advertising 
Agency handles the general advertising 
accounts of the Employers Liability, 
John Hancock, Columbian National 
Life and Massachusetts Bonding & In- 
surance. It is issuing house organs for 
the Employers Liability, Columbian Na- 
tional and Massachusetts B. & 

Ir. Grose went with John Buchanan 
after leaving high school in Boston. He 
is a clever and authoritative insurance 
writer, 





G. H. HOLDEN WITH MANHATTAN 


Leaves Journalistic Field After Fifteen 
Years’ Experience; Reporting In- 
surance News Here 
George H. Holden, for more than a 
year past the business representative of 
the “Insurance Press” and for the past 
15 years a writer on insurance subjects 
for the insurance trade papers, has 
joined the Metropolitan Department of 
the Manhattan Life, 66 Broadway, of 

which George Loesch is manager. 

During the past year Mr. Holden in 
his work in the business department ot 
the “Insurance Press” traveled through- 
out the middle West and South, also 
Kastern Canada and has attended many 
life insurance company conventions 
which helped to sell to him the idea of 
entering the life business. 

For the past ten years he has been 
the editor of the Manhattan Life agency 
paper which is issued twice a month, 
dealing with sales production plans and 
business development. He has been a 
contributor to the news columns of most 
of the well known trade papers, includ 
ing THe Eastern UNDERWRITER, 

Although for the past year and more 
he has devoted himself to the business 
department of the “Insurance Press,” h¢ 
found time to contribute liberally to its 
news columns, handling personally man) 
of the important trade conventions and 
agency meetings of the different com 
panies. He is taking up his new work 
at once. 
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FIRE INSURANCE 





Hoadley Answers Some 
Of R. R. Tuttle’s Bunk 


HE WRITES TON. N. ioe GOVERNOR 


Profits Not Hidden Nor Expenses Ex- 
orbitant; Asks About Commissions 
Paid Guaranty Stock Sellers 
Recently THe EasterN UNDERWRITER 
printed an open letter to Governor Silz- 
er of New Jersey written by Robert R. 
Tuttle, manager of the Guaranty Fire 
of Newark, which has been writing bus- 
months and 
salesmen are selling considerable stock 
in the company. The Tuttle letter was 
full of criticism of “the fire insurance 


iness for several whose 


interests,” and was considerable of a 
knock of stock company conditions. 
Frederick Hoadley, secretary of the 


letter to the 
Governor in which he comments on the 
Tuttle letter. It follows: 

“Mr. Tuttle’s communication, 
apparently was written more with the 
intention of fomenting a public distrust 


American, has written a 


which 


of the business in which he is engaged 
than any 
Governor of the 


imparting to the 
State 
information upon a subject concerning 


purpose of 
knowledge and 
which the Governor presumably is al- 
comprises a 
misleading 


ready well-informed, 
fect fabric of misstatements, 
statements and false conclusions, having 
the appearance of the truth. It seems 
to me a decent respect for the fair name 


per- 


of the business from which we obtain 
our livelihood necessitates some effort 
on the part of some one of its practi- 
tioners to point out Mr. Tuttle’s mani- 
fold errors and misconceptions. 
“Reviewing briefly Mr. Tuttle’s open- 


letter, he first indulges in a prediction, 
hardly worth discussing here. He does 
not know, we do not know, that the fire 
insurance interests (all except his own 
concern) are about to launch a cam- 
paign for higher rates; even though it 
may be quite obvious to the well-in- 
formed that such would be justified. 

Tuttle Called Profits “Excessive” 

“Then Mr. Tuttle goes on to quote 
from authority to show that there have 
been many large increases in fire insur- 
ance capital during the past ten years 
which he avers have mostly come from 
very large stock dividends paid in ad- 
dition to the cash dividends, the intend- 
ed inference evidently being that no im- 
portant contributions to increased cap- 
ital have been made by the stockhold- 
ers but that they have merely capital- 
ized excessive profits. No evidence in 
support of this innuendo is offered by 
Mr. Tuttle, however, and much evidence 
can be presented to show. that it is not 
true. 

“Next he deals with the ‘assets’ of in- 
surance companies, in which he says the 
increases are ‘startling, running from 
100 to 600 per cent. He does not offer 
to explain why these increases should 
startle anyone. Why should they? The 
assets of insurance companies consist 
chiefly of cash and securities represent- 
ing the capital, surplus and reserves, all 
held for the benefit of the policyholding 
public. The larger the volume of insur- 
ance written, the greater must be the 
assets for the protection of outstanding 
policies. The startling thing is that 
there has been such an enormous 
growth and expansion in the insurable 
wealth of this country in the past ten 
years, which needed and had to have fire 
insurance and other forms of property 
insurance, and so created large funds 
which insurance companies are obliged 


to hold for its protection and which ap- 
pear in their statements as assets. 
“Now the open letter proceeds to dis- 
cuss with naivete that is truly astonish- 
ing the ‘reserve for reinsurance, so 
called, more exactly described as the 
reserve for unearned premiums. Many 
millions of dollars are declared to be 
‘hidden’ because the reserves for un- 
earned premiums are found to run up 
to 90 and 110 per cent. of annual pre- 
mium incomes whereas the writer avers 
that the law requires only 63 per cent. 
It is unnecessary to explain to one as 
well-informed as you, sir, how grossly 


wide of the mark is Mr. Tuttle’s disin- 
genuous attempt at elucidation of this 
matter. 


The Unearned Premium Reserve 


“It is true that the unearned premium 
and legal reserve on one year policies 
is one-half; on three-year policies it 
is not three-fourths, but five-sixths of 
the premium in the first year, and one- 
half in the second year and one-sixth 
in the third year; and there are also 
five-year policies written on which the 
unearned reserve in the first year is 
nine-fenths and seven-tenths in the sec- 
ond year, and one-half on the third year, 
three-tenths in the fourth year and one- 
tenth in the fifth year of their term. 


“This, Mr. Tuttle’s letter does not 
tell. His reader, unless informed, from 
other and more reliable sources, would 


not discover that an unearned premium 
reserve was made up not merely of one- 
half the premiums received on annual 
policies written during the year and five- 
sixths of the three-year premiums writ- 
ten during the year and nine-tenths of 
the five-year premiums written during 
the year, but, in addition to these sums, 
all of the appropriate proportions of all 
of the term premiums written during the 
preceding four years on policies not yet 
expired. Nothing more need be said on 
that score. The hidden millions are re- 
vealed as reserve funds created in obe- 
dience to law for the purpose of pre- 
venting the dissipation of premiums 
collected but not yet earned—a_ pledge 
of solvency. 

“Further anent the premium reserve, 
it is an admitted fact, says Mr. Tuttle, 
‘hat 40 per cent. of it is net profit. The 
admission is his entirely. No one else 
is able to tell beforehand how much of 
the unearned premium reserve is net 
profit because the policies in force which 
are protected by this reserve have to be 
carried to expiration and the losses 
thereon have to be paid until the poli- 
cies expire, and the loss ratio is deter- 
mined, the profit ratio is surely an un- 
certainty. 


Full Protection of Solvency 


“It is true 


that some companies, some- 
times, pay 


other handsome commissions 
on their premium reserves in order to 
buy, as reinsurance, their outstanding 
business. It is true also, though not 
pointed out by Mr. Tuttle’s letter, that 
our premium reserve, made up accord- 
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ing to law at 100 per cent. of the un- 
earned portion of premiums previously 
coltntiek: is not diminished at all, even 
to the extent of a ratable proportion of 
the acquisition commission cost. That 
is why it- fully protects the solvency of 
the companies and that is why reinsur- 
ance commissions can be paid by a 
company taking over another’s unex- 
pired risks. 

“The reserve, the open letter goes on 
to say, while carried as a liability re- 
turns a large interest account to the 
companies. It does. Why not?  Pre- 
miums paid in advance, while treated in 
the nature of deposits, are not savings 
bank deposits taken by the companies 
as mere. custodians. They are a cash 
consideration for a contract of indem- 
nity for which the insurance company 
continuously renders the equivalent, so 
long as the policy remains in force. Fur- 
thermore these premiums, so far as con- 
cerns the longer term policies, have all 
been discounted in the term rate s, which 
are proportionately lower than annual 
rates to an extent that respresents the 
equivalent of interest on the use of 
money. In fact, the same thing could be 
argued of the annual premiums as well, 
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1925 
$7,055,036.89 
1,687,493.68 
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premiums for terms shorter 
than one year are loaded with the short 
rate penalty. 

“The item of interest on investments 
which is not counted by insurance com- 
panies as a part of the underwriting 
profit ought not to be so counted, hav- 
ing nothing to do with underwriting 
profit. It is derived wholly from the 
assets of the companies in which the 
companies have the sole proprietary 
right, title and interest, charged only 
with the liabilities which ought to be 
set up and are set up as the guarantee 
of solvency. No policyholder has any 
right or claim upon any of the assets of 
an insurance company except (1) When 
an insured loss occurs, for the amount 
of such loss or (2) Alternatively, when 
he surrenders and cancels his policy, for 
the amount of the unearned premium 
thereon. 


because 


Manag t Exp 

“It seems useless to debate with Mr. 
Tuttle the question whether present day 
ratios of management expense are jus- 
tified. Certainly the companies would 
all like to find a way to reduce them. 
It need only be pointed out that costs 
of every kind have mounted in the past 
decade due to causes largely beyond 
control, and while the acquisition and 
management expenses of insurance com- 
panies have also shown an _ increasing 
ratio, the premium rates paid by their 
policyholders have not, but are lower on 
the average than they were. 

“The two paragraphs with which Mr. 
Tuttle’s open letter closes set forth the 
simple and novel, perhaps highly orig- 
inal program upon which his company 
proposes to operate. It is a direct-by- 
mail plan which employs no insurance 
agents and gives the policyholder the 
benefit of the 25 per cent. discount 
which he may suppose would otherwise 
compensate an agent for services that 
are evidently. thought to be of little or 
no value. 

“We wish well to the policyholders 
and stockholders of the Guaranty Fire 

(Continued on page 30) 
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How Lloyd’s Decision Is Viewed Here 


(Continued from page 1) 


financial liabilities of the 1,100 and some 
odd members of the Exchange do not 
extend beyond themselves or the par- 
ticular brokerage with 
they have 


houses which 
connections. 

Therefore, a judgment won in this 
country against a group of Lloyd’s un 
derwriters would not be effective un 
less assets of this particular group 
could be located in the United States 
and attached. Chances of such are 
called remote. In the vast majority of 
instances brokers and underwriters here 
do not transact business directly with 
Lloyd’s but through London brokers, 
who in turn place business at Lloyd’s, 
collect losses and pay premiums. As 
a result, there are few reasons why 
funds in the name of Lloyd’s under 
writers should be deposited in this 
country where they would be lable to 
seizure under a judgment, assuming one 
was secured. 


Should Lloyd’s Enter U. S.? 


However, 
stacles of 


behind the technical ob 
suing Lloyd’s underwriters 
in the United States lies the whole gen 
eral policy of whether Lloyd’s should 
be admitted to this country and placed 
upon a footing with American and for 
eign admitted companies. Insurance de 
partments of many states have been 
working for years to get Lloyd's un 
derwriters to enter the United States. 
\ good deal of feeling has been created 
that by staying out of the country 
Lloyd’s are escaping the payment of 
just taxes and avoiding other respons 
ibilities which they should be willing to 
assume as regular insurance companies 
have done. 

Lloyd’s underwriters have not con 
sistently assumed a hostile attitude to 
ward these suggestions but have re 
mained out of this country because of 
the laws of the forty-eight states are so 


conflicting and exacting as to render ad- 
mission almost impossible. As it is, one 
or more groups of Lloyd's have been 
admitted to Illinois to write jewelers’ 
block policies, a form of protection no 
American or admitted company could 
write here until last year. But Illinois 
seems to be the only state in) which 
Lloyd’s has a legal footing in the Unit- 
ed States. 

The laws of New York State do not 
permit admitted insurers to write fire, 
casualty and marine insurance under the 
same charter. British companies have 
circumvented this difficulty by being ad- 
mitted to write fire insurance and then 
organizing casualty running mates 
here. But Lloyd's underwriters could 
not do this. They are not corporations 
and to be forced to organize insurance 
companies in the United States in or- 
der to underwrite all lines of business 
would defeat the whole theory of the 
Lloyd's idea. 

New York’s insurance laws differ 
widely from those of other states and a 
group of Lloyd’s underwriters admitted 
there would not solve the problem = in 
the remaining states. Moreover, for one 
or more groups at Lloyd’s to enter this 
country would avail little unless all the 
vroups did. And to secure unanimous 
action among the groups at Lloyd's 
would be as difficult as to require every 
British insurance company to enter New 
York State. 

Latitude Strong Feature of Lloyd's 

Lloyd’s has become famous because 
of the latitude of the underwriting engaged 
in by its members. Complete insurance 
protection in all lines is available there un 
der single policies and legitimate insur- 
ance propositions which cannot be in- 
sured elsewhere are placed at Lloyd's. 
Several insurance men here have. said 
this week that the best possible way 
to reduce the advantage Lloyd’s has as 
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a competitor of American insurance 
companies is to broaden. still further 
the charters of domestic companies, in- 
stead of maintaining the barriers which 
clearly divide fire, casualty and life in- 
surance. 

The Bankers & Shippers case with 
the Liverpool Marine & General has 
been cited as an example of how an 
American insurance company or as- 
sured can lose money by dealing with 
an unadmitted insurer. The Bankers & 
Shippers are admitted to have won 
their case on the facts, but non-compli- 
ance with red-tape in both British and 
American laws has created a_ technical 
barrier behind which this particular 
British company has taken refuge. The 
question is asked, could not Lloyd's 
underwriters, if they cared to, act like- 
wise? Possibly, yes, but probably, no. 

American insurance interests which 
have had dealings with Lloyd’s for 
many years testify to the fair treatment 
they have been accorded when losses 
have arisen. Insurance from America 
going to Lloyd’s usually passes through 
both American and British brokers 
whom Lloyd’s underwriters trust ex- 
plicitly to deal fairly. Consequently, 
when losses are reported, prompt pay- 
ments are made unless there are facts 
about the case which would not only 
justify Lloyd’s but any other insurance 
company in investigating the circum- 
stances of the loss before settling. 

Satisfaction with Lloyd’s policies in 


HAS OFFICE IN BROOKLYN 
C. L. Hagert & Co. Also Open One in 
Ridgewood, N. J.; Brothers Well 
Known 
C. L. Hagert, who has been in the in- 
surance business for fifteen years, and 
is well known along Wiltiam Street, is 
now in business for himself at 180 Mon- 
tague Street, Brooklyn, under the name 
of C. L. Hagert & Co. Recently, C. L. 
Hagert & Co. opened an office in Ridge- 
wood, N. J., under the direction of his 

brother, W. W. Hagert. 

INSURANCE BILL HEARINGS 

Hearings on insurance measures now 
before the New York State legislature 
will be held on Wednesday afternoon, 
February 24, at Albany, it was learned 
from the chairman of the Senate and 
Assembly insurance committees at wich 
time Superintendent of Insurance Beha 
will be present. It is hoped to have 
inost of the balance of the departmental 
bills introduced and printed, by that time 
so that practically all can be heard at 
once, 


the main is the reason why there is no 
constant effort being made in the Unit- 
ed States, on the part of those having 
large dealings at Lloyd’s to secure some 
sort of legal jurisdiction in the United 
States over the famous London under- 
writing organization. 
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Nea! Bassett, President 

John Kay, Vice-Pres, and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. Hassinger, Secretary 

Wells T. Bassett, Secreta y 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 1855 
Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital $3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 


Net Surplus 


8,536.871.80 


3,586,660.11 
Assets $15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 

Nea Bassett, Vice-Pres. 

Joba Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secreta 


GirardF.«M. 


INSURANCE CO. 
of Philadelphia 
Organszed 1853 


Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities. . 3,213,098.14 


Net Surplus.... 1,260,934.06 


Assets 


. -$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 








Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretarv 
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MECHANICS 


INSURANCE CO. 
of Philadelphia 
Orgamsed 1854 

Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital $ 600,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
all other liabilities 


Net Surplus. ._. 


2,575,127.95 
1,000.362.98 


Assets 


.+ +++. $4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 











H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Secretary 


Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 


Net Surplus... . 


3,751,385.75 
501,427.56 
Assets 


. +++ -$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 
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New York Standard Fire Insurance 


Policy Legally Interpreted 
By James M. H. Wallace 
No. 2 


Contrary to the usual conception of an 
insurance policy, the policy insures: 

“To the extent of the actual cash value 
(ascertained with proper deductions for 
depreciation of the property) at the time 
of the loss or damage, but not exceeding 
the amount which it would cost to re- 
pair or replace the same with material 
of like kind and quality within a reason- 
able time after such loss or damage, with 
allowance for any increased cost of re- 
pair or reconstruction by reason of any 
Ordinance or Law regulating construc- 
tion or repair and with compensation for 
loss resulting from interruption of busi- 
ness or manufacture.” 

As you know, most of the proofs of 
loss that are furnished us and most 
schedules that are furnished by the the 
assured have the selling price of articles 
in place of actual cost price and do not 
allow for depreciation. It is a human 
thing for the assured to desire to get as 
much out of his policy as he can but | 
do not believe that the agents aid the 
companies in calling the attention of the 
assured to the actual cost price and the 
necessary deduction of losses. Even the 
gentlemen of the jury are loath to give 
the assured all he asks for because it is 
certainly easy for the assured to ask for 
the companies to give—though it may be 
more blessed to give than to receive. 

That portion of the policy with re- 
ference to accounts, deeds, evidences of 
debts, ete., while of minor importance, 
serves as a striking illustration of the 
care with which an agent should write a 
policy. 

Case on Destroyed Patterns 

We had a case recently where certain 

glass-ware was claimed by the assured 
to be his own design or pattern. It was 
also claimed by him that he could not 
reproduce these designs without a great 
deal of labor and a great deal of ex- 
pense. One of the workmen would take 
a goblet for instance and use it as a pat- 
tern in reproducing that particular de- 
sign. The claim was made that 1700 or 
1800 goblets destroyed by the fire were 
original designs used by the workmen 
as patterns and they were valued at $5 
each. 
The policy was the usual one covering 
stock and materials in the process of 
manufacture. Nothing specific was 
stated in the policy with reference to 
dies, designs or patterns and so upon 
the trial of the case, upon motion to dis- 
niss, the assured had sworn so fully and 
if | may say so, so falsely, that 
articles in question were actually articles 
of original patterns and designs, that the 
court dismissed the suit on the ground 
that the policy did not cover these par- 
ticular articles. 

The next provision that | desire to 
specially call your attention to and one 
which undoubtedly has received the 
least attention on the part of the writ- 
ing agents throughout the country, is 
that provision which provides that the 
policy shall be void unless otherwise 
provided by agreement in writing added 
thereto: 

(a) If the interest of the assured be 
other than unconditional and sole owner- 
ship; or 

(b) If the subject of insurance be a 
building on ground not owned by the 
assured in fee simple; or 
Change in Interest, Title or Possession 

(d) If any change other than by the 
death of the assured take place in the 
Mterest, title or possession of the sub- 
ject of insurance, (except change of oc- 
Cupants without increase of hazard). 

_ With reference to paragraph (a) If the 
Interest of the assured be other than un- 
conditional and sole ownership, it must 


the 





be understood that “unconditional and 
sole” means that the interest is com- 
pletely vested in the assured and is not 
conditional or contingent—nor for a 
stated number of years, or for life only, 
or in common, but must be “uncondi- 
tional..and sole” and of such a nature 
that the insured sustains the entire loss 
if the property be destroyed by fire, and 
this is so whether the title is legal or 
equitable. 

*An analysis of the decisions of the 
courts on this subject shows that owner- 
ship is “sole” when no one else has any 
interest in the property as owner and is 
“unconditional” when the quality of the 
estate is not limited or affected by any 
condition. 

The courts of the State of New York 
have gone much farther than other 
courts with reference to that section of 
the foregoing provision marked (d) 
which refers to a change other than by 
the death of the assured taking place in 
the interest, title or possession of the 
subject of insurance. The decisions in 
various states are by no means in accord 


as to the effects of contracts of sale 
under various conditions and circum- 
stances. 


Vendee in Possession 

There is no question, however, but 
that when the vendee is in possession, 
the transaction represents a change in 
“interest, title or possession” which 
change must be noted on the policy. 
Our New York courts, as before stated, 
have held that a vendee in possession 
under an executory contract of sale is 
the sole and unconditional owner. 

Some time ago I finished the trial of a 
case in which the assured had purchased 
from the trustee in bankruptcy, the in- 
terest in and to certain mill property, 
which the trustee in bankruptey had 
taken into his possession. The trustée, 
of course, had no better title than the 
bankrupt. The bankrupt was a vendee 
in possession, under a contract of sale, 
although he had a_ deed the 
trustee. 


from 


The companies would not have raised 
the technical question of voiding the 
policies on the ground that it was not 
owned in fee simple, but for the fact 
that there was some question as to 


whether or not the premises had been 
burned by the assured. That was part 
of our answer, in addition to the de- 
fense that the fire was caused by the act 
or procurement of the 
fraud, misrepresentation 
swearing. 

The court found that we had not 
maintained our defense with reference 
to arson and that while the over-valua- 
tion of the goods was evidence, that, in- 
asmuch as it did not increase the amount 
of insurance collectible, that we 
not within the rules. 

However, the court did hold that un- 
der these circumstances, the assured was 
not the owner in fee simple and could 
not recover on the policy in question and 
this even if a portion of the building was 
on land to which the assured had title. 

(To be continued) 
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R. H. GOODWIN ADVANCED 
Made Assistant Manager of Eastern 
Dept. of Fireman’s Fund at Boston; 

Heads Auto Dept. 

Announcement was made this week by 
Edward T. Cairns, manager of the East- 
ern Department of the Fireman’s Fund 
and Home Fire & Marine insurance 
companies of the advancement of Ralph 
H. Goodwin to the position of assistant 
manager. Mr. Goodwin has been in 
charge of the automobile branch of the 
Eastern Department since 1921 when he 
left the position of assistant secretary 
of the National Automobile Underwrit 
ers’ Conference. Prior to that connec- 
tion he had considerable experience in 
fire underwriting in Hartford and New 
York. 

Assistant Manager Charles C. Hannah 
will continue’ his present duties but the 
growth of the Fireman's Fund and Home 
Fire & Marine in both fire and auto lines 
has reached a point where an enlarge- 
meut of the managerial staff is required 
and, while Mr. Goodwin will continue in 
direct charge of the automobile business 
of the department, this re-arrangement 
will provide the needed assistance in 
other directions as well. 


OPENS FLORIDA BRANCH 

Raymond A. McGee leaves Brooklyn, 
N. Y., for the sunny South where he 
will manage the newly opened Florida 
branch office of the Commercial Casual 
ty at Jacksonville. Mr. McGee was for 
merly manager of the Brooklyn branch 
office of the company. S. G. Smith, 
who was special agent ip northern New 
Jersey for the Commercial Casualty, has 
been made state agent for Florida and 
will make his headquarters in the Jack 
sonville office. 





MORE THAN A CENTURY OF SERVICE 











The Era of Good Feeling 


The decade immediately fol- 
lowing the War of 1812 is 
known in American history 
as the Era of Good Feeling. 
And in the height of that era, 
the ETNA INSURANCE 
COMPANY was born. 


Now, at the moment of "the 
old /Etna's" entrance into a 
Golden Age of fire insurance 
history,twelve thousand /Etna 
Agents have been given a 
significant glimpse of what 
the future holds in store . . . 
Strengthening the bond be- 
tween their ALtna and them- 
selves .. . and promising the 
ermanence of an Insurance 
Ee of Good Feeling. 
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N. Y. State Ready For 
Motor Vehicle Exhibit 


INSURANCE MEN REPRESENTED 
Scheduled for March 11, 12 and 13 in 
Albany; Authorities and Laymen to 
Study Auto Traffic Problem 





Charles A. Harnett, commissioner of 
motor vehicles in New York State, has 
sent out the call for a safety congress 
and exhibit of devices and equipment 
used to reduce hazards and prevent ac- 
cidents from motor vehicle operation, on 
March 11, 12 and 13 at the State Armory 
Building, Albany, N. Y. This congress 
and exhibit will provide the opportunity 
for a mutual exchange of opinions and 
ideas by authorities and laymen who 
have given thought and study to the safe 
operation of motor vehicles on the pub- 
lic thoroughfares. It will also instruct 
public officials and the public generally 
in the various phases of the motor ve- 
hicle problem and the interpretation of 
the motor vehicle law. 

Governor Alfred E. Smith is the hon- 
orary president of the congress and will 
address the assemblage which will in- 
clude more than 2,000 officials, represent 
ing the Federal government, many states 
and adjacent Canadian provinces. Prom- 
inent insurance officials, accident preven- 
tion men, police and fire chief associa- 
tions, economists, psychologists and city 
and village officials have been invited to 
attend. Among the insurance men who 
are represented as officers of the con- 
gress are: Jesse L. Phillips, manager, 
National Bureau of Casualty and Surety 
Underwriters; H. P. Stellwagen, National 
Bureau; Dr. Louis |. Dublin, Metropoli- 
tan Life; Edson S. Lott, president, U. S. 
Casualty; Franklin D. Roosevelt, vice- 
president, Fidelity & Deposit; Lew R. 
Palmer, conservation engineer, Equitable 
Life Assurance Society, and Dale F. 
Reese, Ocean Accident & Guarantee. 

One of the features of the exhibit will 
be an analysis of the various factors 
connected with automobile accidents, 
such as location, time, age of those in- 
volved. It is expected that these will 
be studied with interest and will furnish 
the means for a clearer understanding 
of the motor vehicle hazard. 


ENTERS AUTO INSURANCE 


James A. Hall Becomes Identified with 
Management of Automobile Under- 
writers of America in Houston 
James A. Hall, formerly with the Car- 
negie Steel Co., and for many years active 
in the commercial activities of Houston, 
Texas, has become identified with the 
Houston management of the Automobile 
Underwriters of America. The com- 
pany conducts reciprocal automobile in 
surance throughout Texas and several 
other states and with a history of large 
business in the principal centers where 

it operates. 

Mr. Hall hal always been prominent 
in the various civic movements in his 
home town, and has been instrumental in 
the success of community chest and 
Chamber of Commerce activities. 


NEW MARQUETTE-PITTSBURGH 
Reorganization of the Marquette Fire 
and the Pittsburgh Fire has been com- 
pleted, the two companies now having 
been merged as the Marquette-Pitts- 
burgh Insurance Company. Last year 
the Marquette absorbed the Great West- 
ern Fire of Chicago. The charter office 
of the new company will be in Pitts- 
burgh, but underwriting héadquarters 
will be maintained in Chicago with the 
same officers that have been jointly in 
charge of both companies. The com 
pany will have a capital of $300,000 and 
net surplus of approximately $1,000,- 
000, with reserves of about $600,000 
Anthony. Matre, who organized the Mar 
quette National in 1912, is president and 
A A. McKinley is secretary-treasurer. 
M. E. Moriarty will continue as assistant 
secretary and underwriting manager. 
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‘ust as the trademark on a manufactured product becomes, after years of use, a device that is 
closely associated in the public mind with the product's quality, so has the trademark of the 
Hartford Fire Insurance Company become a symbol of the Hartford’s one-hundred-and-six- 
teen-year-old reputation for the highest order of business integrity. The Hartford's size does 
not prevent the Company from giving its agents the personal service that has characterized 
the organization since its founding in 1810. There is always in the field and at the Com- 
pany'’s headquarters a sympathetic understanding of agents’ problems. Y y 
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Commercial Union 
Has Model Offices 


ALL LOCATED ON ONE FLOOR 


Typists’ Rooms “With Sound Proof 
Ceilings: Ample Light From All 
Sides of Building 


The Commercial Union fleet’s new 
United States home offices at One Park 
Avenue, New York City, are products 
of the latest ideas on efficient office 
lay-out and lighting. All the depart- 
ments of the five fire insurance com- 
panies in the fleet are located on one 
floor, the fifteenth, of this new nineteen 
story office building, while the Ocean Ac 
cident occupies two additional entire 
floors, the twelfth and fourteenth. 

One of the most vexing problems 
many insurance companies have had to 
contend with has been to eliminate time 
wasted by employes having to travel con- 
stantly back and forth from one floor to 
another in a building in order to carry on 
communication between various de- 
partments. This difficulty the Commer- 
cial Union has solved by concentrating 
every department, including the supply 
department, on one floor. ‘This floor con 
sists of approximately 40,000 square feet, 
providing ample room for all present 
needs and leaving space for expansion in 
the future. 

3efore the building was completed the 
Commercial Union secured its lease on 
the space and with the assistance of of 
fice management experts made arrange 
ments to have the space apportioned and 
fitted out in the most up-to-date fash 
ion. One aim was to reduce noise as 
much as possible and this has been 
achieved in two ways. First by noise 
less floor material and second, by con 
structing two typists’ rooms, one on each 
side of the building, centrally located, en- 
tirely enclosed by glass and containing 
sound proof ceilings. 

Private offices of the managers and 
department heads extend along parts of 
two sides of the building. As all four 
exposures are open and not blocked by 
buldings immediately alongside the 
Commercial Union offices enjoy a maxi 
mum amount of light and ventilation. 
The accounting, underwriting, loss and 
special risk departments are situated on 
different parts of the floor within con 
venient distances of the department 
heads, and the supply and officers’ lunch 
rooms are located near at hand. The 
supply room is right next to the freight 
elevator. 

The building in which the Commercial 
Union fleet has now permanently lo 
cated is at Par’s Avenue between Thirty 
second and Thirty-third Streets on the 
East side of the avenue, opposite the 
famous old Park Avenue Hotel. The 
latter is soon to be torn down and re 
placed by a thirty-five story office struc- 
ture. The Commercial Union chose that 
section of the city because new office 
buildings are being built there constantly 
and because there is a subway station on 
the Lexington Avenue branch of the In 
terborough almost at the door. It is 
said that the Interborough plans to con- 
struct an express station at Thirty-fourth 
Street, just as the other subways and ele 
vated lines have express stops at this 
important crosstown street. 

The Commercial Union moved from its 
former headquarters on Fifth Avenue 
and Seventeenth Street on January 22, 
23 and 24. Before a piece of furniture 
was taken from the old offices a place 
for it was marked somewhere on the 
floor at One Park Avenue. Then every 
piece was tagged and its location identi- 
fied immediately when brought into the 
new building. All the moving was done 
over the week-end and no time lost in 
the ordinary duties of business. 





Plenty of folks have a good aim in 
life, but most of them don’t pull the 
trigger —Exchange. 














An Agent’s 
Reputation 


for reliability and prompt- 
ness impresses prospects and 
clients — and invites their 
business. 


“Good Service Rendered”’ in- 
creases their confidence and 
satisfaction. It makes cer- 
tain that their business will 
remain with the agent. 


Close cooperation of the 
Home Office will so aid the 
agent that he may satisfac- 
torily render “Good Service.” 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


ot New York 


Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Ineurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President H. P. Jackson, Vice-President 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 











Sudden Death of 
G. M. Lovejoy, Phoenix 


in West; Made Vice-President 
in 1912 


The death of George M. Lovejoy, 
vice-president of the Phoenix of Hart- 
ford, removed from underwriting ranks 
a man with many friends throughout 
the country and an able insurance man. 
The funeral in Hartford on Saturday 
was a large one. Death was unexpect- 
ed as he had been at his office the day 
before he died, an active figure, in fact, 
at a conference of Phoenix field work- 
ers. Death was due to heart attack and 
he was 68 years old. 

Mr. Lovejoy had held various posi- 
tions of distinction in the business, in- 
cluding the presidency of the Fire Un- 
derwriters’ Association of the North- 
west and the chairmanship of the com- 
mittee of public relations of the Na- 
tional Board of Fire Underwriters. 

Tufts College Man 

A Maine ian, he wag educated at 
Phillips-Andover and at Tuits College 
and his early insurance career was in 
Chicago, where he became prominent 
in underwriting circles. He entered the 
employ of the Phoenix as assistant gen- 
eral agent of the Western department. 
Later he became joint manager. 

In 1912, when he was elected.a di- 
rector and vice-president of the Phoe- 
nix, he moved to Hartford where he 
increased his insurance reputation. 

His three sons are all in the insur- 
ance business. They are George M. 
Lovejoy of Boston, special agent of the 
Great American; Julian, who is with the 
Home; and Joseph L., who is with the 
New England Insurance Exchange. 

Mr. Lovejoy belonged to the Hart 
ford Golf Club, Farmington Country 
Club and Chicago Athletic Club. 


CELEBRATES 20th ANNIVERSARY 


Smoke and Cinder Club of Pittsburgh 
Hears W. N. Bament of The Home 


on Adjustments 


The twentieth anniversary of the 
Smoke & Cinder Club of Pittsburgh was 
celebrated at the Schenley Hotel, on 
Monday, February 1, the occasion being 
one of the most notable gatherings in 
the history of the organization and in 
interesting contrast with the first meet 
ing held in the same hotel and room 
twenty years ago. There were twenty 
members in 1906; now the Club rolls 
carry one hundred and thirty-one active 
and jixty-one honorary members. Five 
of the original twenty were present at 
the anniversary meeting. 

President John E. Sautter welcomed 
the members and guests, and S. M. Wil 
son, special agent of the Great Ameri 
can, was toastmaster. F. W. Kiefer, a 
charter member and prominent Pitts- 
burgh agent, gave some interesting his- 
tory of the Club, and William N. Bam- 
ent, general adjuster of The Home, as 
the principal speaker of the evening, 
gave a most interesting talk on many 
phases of adjustments and problems of 
adjusters. Among the other speakers 
was Edward Lang, old-time fire insur- 
ance man and at present Director of the 
Department of Public Safety of Pitts- 
burgh. The committee in charge of the 
occasion consisted of special agents, 
Nevin N. Huested, chairman, Don 
Stehle, Jr., P. J. Mullen, C. Timberman, 
L. R. Chapman, H. B. White and W. E. 
Briggs. 

ALF WHIST HERE 

Alf Whist, formerly managing direc- 
tor of the Norske Lloyd and _ other 
Scandinavian insurance companies, has 
arrived in this country for a_ short 
visit. 








Aetna Assets Now 
Total $46,819,726 


NET SURPLUS OF 


$11,399,182 
Frank G. Bush Promoted to Assistant 
Secretary and M. W. Morron Is 
Marine Secretary 


At the one hundred and seventh annual 
meeting of stockholders of the Aetna of 
Hartiord held Kebruary 4, President 
Ralph B. Ives presented the annual 
tatement of the company for the year 
ending December 31. Assets of the com 
pany are now $46,819,726 and the net 
urplus is $11,399,182. During 1925 the 
net premiums written increased $2,005, 
419 over the net premiums written in 
1924 

ihe stockholders elected the following 
directors: Atwood Collins, William B 
Clark, Charles P. Cooley, Arthur L. 
Shipman, Charles A. Goodwin, A. N. 
Willams, J. P. Morgan, Horace B 
Cheney, John L. Way, Edgar J. Sloan, 
Charles G. Woodward, Morgan B. Brain 
rd, Ralph B. Ives, Charles W. Gross and 
James H. Perkins. The only change is 
the election of Mr, Perkins to fill the 
vacancy caused by the death of Geo. H 
Save of Berlin. Mr. Perkins is president 
of the Farmers Loan and Trust Com 
pany of New York, and in view of the 
large amount of stock of this bank which 
is held in Hartford and vicinity, 
tion as a director of the 
Company ts of much interest. 

At the special meeting of directors 
immediately following the stockholders’ 
meeting, the old officers of the company 
were re-elected, with two changes: 
Frank G. Bush, auditor of the company, 
was added to the list of assistant secre 
taries, and M. W. Morron, heretofore 
tarine assistant secretary, was elected 
liarine secretary. 


Present List of Officers 


The present list of officers of the com 
pany is as follws: President, Ralph B 
Ives; chairman of the board of directors, 
William B. Clark; vice-president, Edgar 
J. Sloan; vice-president and secretary, 
Guy E. Beardsley; secretary, W. 
McCain; treasurer, George L. Burnham; 
issistant secretaries, a Rk. Stewart, W. ¢ 
Roach, S. W. Cornwell, P. W. D. Jones, 
J. M. Waller, F. G. Bush and M. W 
Morron, marine secretary. 

Frank G. Bush was born in Chicago, 
Ill, September 20, 1881 His education 
vas obtained in the public schools of 
Chicago and by independent study. His 
first employment was railroad work, and 
then banking, but he was early attracted 


his elec 
Aetna Insurance 


Ross 


to accounts and decided to make this his 
life work He took special courses in 
this line and after passing the state ex 


amination received the degree of certi 
fied accountant. Later he took up the 
tudy otf law, receiving the degree of 
bachelor of law, and was admitted to the 
IHinois bar in 1915. He entered the ser 
vice of the Aetna Insurance Company in 
the western department office at Chicago 
in October, 1910, as special accountant. 
In 1915 he was placed in charge of the 
accounting division of the western de 
partment; was later made chief account 
ant, and finally actuary of the western 
department In October, 1923, he was 
transferred to the home ofhce at Hart 
ford, and appointed auditor of the com 
pany, which position he has occupied un 


OPENS ST. LOUIS BRANCH 


The formal Ope ning of the 
Fire Insurance Company's St. Louis 
branch office was held on Wedn ‘sday, 
February 10. The office has facilities for 
erving St. Louis and St. Louis County. 
H. T. Dehl, Jr, is the branch manager. 


Travelers 


EX-FIELDMEN’S DINNER 


The New York Ex-Fieldmen’s Society 
will hold its sixth annual dinner at the 
Crescent Athletic Club in Brooklyn on 


Phursday evening, February 18. 
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til his present election as assistant secre 
tary of the company 

M. W. Morron was born in Hartford, 
October 26, 1884. He was educated in 
the public Hartford and in 
business college. In September, 
shortly after his graduation, he entered 
the employ of the Actna as office boy, 
and has spent practically his entire busi 
ness life with the company. He was em- 


schools of 


ployed in various departments, until in 
1912 he enteretl the marine department, 
later becoming chief clerk of the de 
partment. In 1917 he took charge of the 
inarine losses In January, 1921, he 


was elected marine assistant secretary. 

Mr. Morron has devoted his special at 
tention to the development and produc 
tion of inland marine business, which 
under his supervision has shown a most 
atisfactory increase 
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N. E. SCHMIDT JOINS AGENCY 


Manager of Auto Department. of Amer- 
ican of Newark Goes With White 
Plains Agency 
Nelson KE. Schmidt, manager of the 
automobile department of the American 
of Newark, will leave the home office 
on February 15 to become vice-presi- 
dent, in charge of the fire insurance 
department, of the Tucker and Turnbull 
\gency at White Plains, N. Y. Mr. 
Schmidt has been with the home office 
of the American for 14 years, having 
served in the reinsurance, underwriting 
and special risks departments before as- 
suming charge of the automobile de 
partment. He represented the company 
at the Automobile Underwriters Lunch- 
con Club and the Sprinkler 


Leakage 


—— 


Conference, and for 
been on the executive 
Examiners Association 
charter member. 

Connection with the American will 
not be entirely severed since the Tucker 
and Turnbull Agency largest 
in town—is the American’s representa- 
tive in White Plains. 


four years has 
committee of the 
having been a 


second 


CONVENTION COMMITTEES 

Cincinnati fire insurance agents have 
appointed several committees to handle 
details of the mid-year convention of 
the National Association of Insurance 
Agents which will be held in that. city 
March 16-18 at the Hotel Sinton. 
on the governing committee 
following: Arthur Ll. Clemons, chair- 
man; Lester J. Murphy, Carl Kleve, Wil- 
liam Stredelman, and = Earl Wagner. 


Those 
include the 


SERVING A VITAL COMMERCIAL NEED HONESTLY, ADEQUATELY AND ECONOMICALLY 
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Breezy Mr. Gilbert’s 
Insurance Reporting 


WRITER SOUNDS A FRESH NOTE 
Gets Away from Stereotyped Stories in 

His “Evening Post” Chronicles; Lit- 

erary and Irreverent 

There are a lot of insurasice men who 
cannot eat their dinners im peace and 
contentment nowadays until they have 
seen What Douglas Gilbert has to say in 
his comments upon insurance events in 
the New York Evening Post. There 
are also some who foam at the mouth 
at his irreverent and breezy interpreta- 
tion of insurance events. 

Anyway, a writer with a brane! new 
note has appeared on the insm ance 
horizon, handling insurance topics in a 
way they have never been handled be- 
fore. 

Imagine if you will the perturbatien 
in the minds of Messrs. Kurth, Mafia - 
lieu, Ballard and other officers of that 
dignified organization, the National 
Board of Fire Underwriters, as they 
glance over this paragraph in the “Post™ 
telling about one of the National Board's 
current activities : 

“The National Board of Fire Under- 
writers is checking up returns of ques 
fionnaires sent out to determine correct 
low-down on adjusters. Qualifying 
fames will be reviewed by the commit- 
tee on adjustments, after which it is 
expected everylhing will be hotsy-totsy 
iia situation formerly not so good.” 

Mississippi Comment 

Likewise ruffled and ebullient must be 

the emotions of people in Mississippi 


if their eyes light on this paragraph 
from the pen of the buoyant Mr. Gil- 
bert : 


“Mississippi lumber mills are on the 
eve of completing an ong gh with 
redwood timber operators in Califor- 
tia by which trees will be freighted 
from there to Gulfport as food for the 
tlaw of the State’s saw factories. This 
is a choice bit of log-rolling for the 
litiderwriters whose hazards are accord- 
ligly reduced, but the reaction on the 
temper of professional native sons is 
sittiply awiful, for, with a back-hand top- 
spin terrific in its force, promoters of 
the move reason that as there are more 
lot, dry days in Mississippi than in the 
Pacific Coast sun belt, it should prove 
advantageous to all interests. Los Ang- 
eles’ realtors are expected to reply when 
they recover.” 

Mr. Gibert is convinced that Superin- 
tetident Beha of New York is good gub- 
erhatorial timber and he chronicles a 
visit of Mr. Beha to Rochester as fol- 
lows: 

“Viceroy Beha pulled into Rochester 
this afternoon, where he headlines this 


evening at the speaker's table before 
that city’s Casualty Club. Selasco 
missed a bet when the chief hung up 


his shingle, underwriters affirm, and the 
demand for his appearance forces stump 
ing that, they hint, may prove excellent 
ekperience in 1928." ug 

Intrigued by Lldvd’s Decision 
Discussing the buna suit (the 
Hobe case) based on Hhef right’ to sue 
Lloyd's in this country, Mr. Gilbect says 
ationg other gay observations: 
“Die-hards briefing for American in- 
terests say Federal Judge Manton’s rul- 
ng in the Robe suit is merely a pre- 
liminary gesture whose significance lies 
stiply in its effect that a lower court 
may now pass on the issues. Others 
bristle in the opposite direction. Pawing 
in their angle they see a bit of incon- 
gruity about statutes banning business 
dealings with concerns who wear a blue 
tibbon legal badge. 
“But to sue is one thing; to collect, 
another. It is pointed out with con- 
‘iderable significance a judgment en- 
tered against a foreign company might 
Tin up against a bare cupboard, for 
hot all foreign organizations carry as- 
sets here that can be seized.” 
Commenting upon the coldness in un- 
derwriting offices relative to insuring 
automobiles of persons with bibulous 


habits Mr. Gilbert runs on happily: 

“A ginned-up joy driver, madly hum- 
ming down the North Shore drive, after 
roadhouse revels, whose license may be 
spotted by a clerk of some organiza- 
tion, finds a billet-doux in a subsequent 
morning’s mail announcing all bets are 
off between him and the company car- 
rying his policy. The mode of the com- 
panies is a jab in the social plexus of 
current inadvertencies.” 

The Sunlight of Largess 

This paragraph apears relative to a 
hearing of surety companies on_ bail 
bonds in the offices of the New York 
Insurance Department: 

“Surety companies sitting in with 
Chief Beha on the bail-bond nuisance, 
as some view it, emerged with unpacked 
hearts the better for a musketeer under- 
standing. The sunlight of largess of 
both companies and departments bathed 
the entire parley and something in the 
nature of a front page story is looked 
for, following the next 
directly counsel can be 
Mr. Beha returns from Albany.” 

Here’s Mr. Gilbert's unconventional 
introduction to a review of Darwin P. 
Kingsley’s personally signed and brilliant 
statement about the 
the New York Life 

“Chasing 


heard, when 


Insurance Co.: 
fundamentals all over the 





Roval Exchange Assurance 


1720—1926 


CAR AND GENERAL 


INSURANCE CORPORATION, LIMITED 
United States Head Office, 83 Maiden Lane, New York 











assembly due, 


annual showing of 


economic field is a new game as merry 
and as fascinating relatively as the old 
time riding to hounds. It only needs 
one player and the mental jolts are fre- 
quently as vigorous as a water jump in 
the best Walesian manner. Acquire it 


American Union for Virginia, District of 
Columbia and Maryland with Richmond 
headquarters. Mr. Frayser expects to 
enter upon his new duties March 1. He 
will succeed Frank A. Powell, Jr., who 
recently resigned those two companies 


and even statistics become glamorous.” to become special agent for the Travel- 

Who is Douglas Gilbert? He was ers Fire in the District of Columbia, 
formerly with the “Wall Street Jour Maryland and Delaware with  head- 
nal” and at various times he has writ- quarters in Washington. Mr. Frayser 


will have offices in the Richmond Trust 


Building, Richmond. 


ten book reviews and has covered “first 
nights” in musie and drama. 


WITH SCOTTISH UNION McKAY JOINS NORTHERN 


Lawrence P. Frayser, special agent of L. Irving McKay has been oppointed 
the Home of New York and the City of | state agent and Wayne County manager 
York in Virginia under State Agent of the Northern Assurance and London 
Frank J. McCarthy for the last six years, & Scottish with headquarters at Detroit, 


has been appointed special agent of the 


Mich. He has been Detroit manager for 
Scottish Union and 


National and the the National Union Fire. 





AL LTeSSIVE, 


“shop talk.” 


W henever 
automobile, 


if not, 


alike. 


agency force. 


NEW YORK 





We know an Agent 


This agent lives in a middle Western town, 


He believes in advertising both his business and himself. 
a day passes that the newspapers do not carry his name either in 
paid-for advertising space or in the news columns, for he is also 
prominent in civic affairs 
that of his own business, at heart. 
public gatherings. 
to talk insurance, yet he never bores his friends with out-of-place 


there is 
you'll 
telling that the insurance covering the loss was written by him or 
telling that he does write the coverage. 


every mail carries a few of his advertising es and ps imphlets 
| to prospective clients. 
town and every farmhouse for miles 


This agent is respected and admired by friends and competitors 
His keen judgment is relied on. 
only a few years old he is known as 


Such men The Continental is proud to have in the ranks of its 


The CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


CASH CAPITAL TEN MILLION DOLLARS 


CHICAGO 


He is young and 


Hardly 


he has the welfare of his city, as well as 
He is politely prominent at all 
Although he likes nothing better than a chance 


accident, a windstorm, a wrecked 
somewhere on or near the spot posters 


a fire, an 
find 


His blotters are used in every house in 


around. 


Although his agency is 


THE INSURANCE MAN. 


ERNEST STURM, CHainman of tHe Boaro. 
PAUL L.HAID, Presivent 


MONTREAL SAN FRANCISCO 
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Wisconsin New O. Ks 
Studebaker Auto Plan 


MADE WITH THE HOME OF N. Y. 


Auto Dealer Is an Assured and Not an 
Agent; Local Agent Handles Policy 
and Commission 


Ekern’s 
attempt to hold up the Studebaker-Home 


Attorney General Herman L. 


automobile insurance plan in Wisconsin 


Charles M. Martin- 


automobile department 


was short lived 
dale, head of the 
of the Home, made the trip from New 
York to Madison, Wis., 


er he had received notice that Mr. EF’ 


immediately af 


‘ had declared the Home’s arrange 
rh la 


ment with the Studebaker Company “il 


legal” because the Wisconsin attorney 
yeneral believed that under the plan 
Studebaker dealers acted as insurance 
agents. Mr. Martindale went over the 


plan in detail with Mr. Ekern and In 
surance Commissioner W. Stanley Smith, 
after which Mr, Ekern rendered the 
following opinion on the Studebaker in 
surance arrangement 

“It is proposed that in the sale of au 
tomobiles of a certain manufactures 
where payment is not made in full, the 
unpaid part of the purchase price, when 
the dealer so desires, will be carried by 
corporation which re 
that insurance in a specific insur- 
ance company be carried on the auto 
mobile pledged to secure the Joan. Un 
der this arrangement blank applications 
for use in procuring the insurance are 
to be furnished to the dealer with instruc 
tions, upon making a deferred payment 
sale, to have the application signed both 
by himself and by the purchaser and 
then to forward it to a local agent of the 
insurance company located within the 
Stit? of Wisconsin. 


an acceptance 
quires 


“I! is agent will prepare and return the 
police’ to the purchaser. The premium 
will be paid to the local agent and re 
mitted by him to the company, less his 
commission. The policy will be written 


to cover the interest of the 
the dealer and the 
tion, as 


purchaser, 
acceptance corpora 
their interests may appear at the 
time of loss, if any. Losses will be re 
ported to and settled by the insurance 
company representatives in) Wisconsin. 
Che dealer will in no way be compensat 
ed for his part in this plan 

“There is in my opinion nothing in the 
plan as stated which conflicts 
with the laws of Wisconsin.” 

This arrangement is in keeping with 
the customary methods of writing insur 
ance through local agents and removes 
the automobile dealer from the position 
of being a solicitor or agent. Instead 
he, the dealer, becomes an assured to 
cover his interests in the unpaid balance 
on each car, the local agent obtains his 
commission and is in a position to give 
service in case of loss, and no outside 
interests participate in the insurance 
profits except authorized insurance men. 


above 
insurance 


PAID UP CAPITAL $1,000,000 


Officers of the General Insurance 
Company of America, located at Seattle, 
Wash., announce a fully paid up capital 
of $1,000,000. At the 1925 the 
company showed a total policyholders’ 
surplus of $1,230,542 The actual in- 
crease in surplus during the year was 
$635,410, and the i unearned 
premium reserve 


ck se of 


increase in 
$473,894, 


PALMER BRICE TRANSFERRED 

Palmer Brice who has been connected 
with the cotton and marine department 
of the Siebels Insurance 
umbia, S. C., for several years has been 
transferred to Dallas to become manager 
of the firm's office there. During his 
residence in Columbia, Mr. Brice was 


active in the American Legion, Focus 


Club and other organizations including 
the Boy 


Scouts. 





How Garage Owners 
May Incur Liability 


WITH CARS IN THEIR’ KEEP 
Insurance Company President and Prom- 
inent Lawyer say Garages are 
Liable for Carelessness 
Tue Eastern UNpberwritrer has been 
asked the following question relative to 

garage keeper’s liability : 

“Tt is our understanding that under 
the comomn law a bailee for hire, in 
this case the proprietor of a garage, 
could be held liable for any loss or dam 
age to property (an automobile) placed 
in his custody for safe keeping or re 
pair if such damage were caused by any 
neglect or carelessness on the part of 
the proprietor or one of his employes.” 

From the president of an insurance 
company the following information was 
received in reply to this question: 

“The answer is in the affirmative. <A 
bailee for hire would also be liable to 
the owner for damage to the car caused 
through the negligence of anyone, 
whether employe or not, if the damage 
was committed on his premises or even 
outside the premises and the car was 
being used or operated by the garage 
owner or his employes. A bailee for 
hire would also be liable to the owner 
for loss by theft of the car or any arti- 
cles attached to or within the car. The 
legal responsibility of a bailee for hire 
is to return the property left in’ his 
care to the owner on demand in the 
same condition as it was received by 
him.” 

From a prominent lawyer the 
ing answer was received: 

“Such a garage owner is known as 
a bailee and if the articles left in his 
care are lost through his negligence, 
he is liable, otherwise he is not. This 
was recently reviewed and decided in 
Hogan vs. O’Brien, 112 Appellate Divi 
sion, 193.” 


follow 


TO PROBE FIRE RATES 


Virginia Legislature Hears Complaints 
of Rate Discriminations in 
Adjoining States 
A bill providing for appointment of a 
commission of five to investigate fire in- 
surance rates in Virginia is now on the 
calendar of the house, having been fav 
orably reported by the committee on in- 
surance and banking of that body. A 
companion bill in the Senate was on its 
second reading when it developed that 
it carried an appropriation. It was con 
sequently referred to the finance com 
mittee. The bill was introduced in the 
house by Delegate Wilbur C. Hall of 
Loudoun county. Under its provisions, 
the commission would be charged with 
the duty of investigating rates with a 
view of ascertaining whether there is 
discrimination against Virginia as com 
pared with other states. It would report 
its findings to the general assembly of 
1928. The sum of $2,000 would be pro- 
vided to carry out the purpose of the 
bill. Delegate Hall made an unsuccess- 
ful effort in 1924 to vet a similar meas- 
ure through. His complaint is that peo- 
ple living in Maryland just across the 
border from the northern counties of 
Virginia among which his home county 
is numbered pay lower rates than Vir- 





Agency at Col- | 


217TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome and Sacramento Sts, 
San Francisco, Cal. 











ginia people.’ Mary!and, it may be ex- 
plained, is in Eastern Union territory 
whereas Virginia is under the jurisdic- 
tion of the S. EK. U. A. and is rated 
along with other states in this territory. 
L. E. FALLS PROMOTED 
Former Sipevitaciioas of Agencies of 
American of Newark Made an 
Assistant Secretary 
Laurence E. Falls, formerly superin- 
tendent of agencies for the American of 
Newark, has been promoted to assistant 
secretary, but retains his same duties. 
He is also assistant secretary of the 
Columbia Fire of Dayton, Ohio, one of 
the American fleet of companies. 
Mr. Falls joined the American on May 
1, 1923, as special agent in Ohio. On 
November 1, 1924, he was brought into 
the home office and made superintendent 
of agencies, which position he has filled 
until this time. 


ADVERTISING MEN MEET 
The fire insurance group of the Insur 
ance Advertising Conference held a 
special meeting at the office of the Am- 
erican of Newark on Wednesday by 
iivitation of President C. Weston 
Bailey of the American. 











THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


a CLARK in. President 
Jj. G. HOLLMAN, S 
m. FT. GIBERSON, vn 
F. 4 SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 


NEW YORK 
Howle, Jarvis & Wright, Ine., General Agents 
Metropolitan District 


81 JOHN STREET NEW YORK 














‘ HARRY C, FRY, Jr., President 
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JOHN B. SIRICH, Sec’y. 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 

















1871 


$1,000,000 Capital 





Fifty-five Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1926 











Great American 
Iusurance Company 


Choose 


Company 


Now Dark 


INCORPORATED - 1872 


Choose 
Your 
Company 


STATEMENT JANUARY 1, 1925 


$12,.500.000.00 


RESERVE FOR ALLY OTHER LIABILITIES 


21. 


338,962. 


19 


ET SURPLU 


1 4, 337, 235. 32 
48,.176.197.5 1 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Ilome Office, One Liberty Street 
New York City 


WESTERN DEPARTMENT 
GC. R. STREET, _ Vice-P 
WwW. Lh. 
3I0.S. Mic 


resident 






igan Ave gol Mi. 





PACIFIC DEPARTMENT 
CLIFFORD CONLY, Manager 
210 Sansome Street, 

San Francisco, California 





BOSTON OFFICE 
ROGERS & HOWES, Managers, 1 Liberty Square, Boston, Mass. 


MARINE 


DEPARTMEN'I 


NEW YORK—Wa. IL. McGee & Co.,General Agents, 1] So. William Street 


SAN FRANCISCO— George L. West, 


Manager, 22 


0 Sausome Street 


CHIGAGO— Wu. IL. MeGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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Adjustment Bureau 
Enlarges N. Y. Staff 


H. W. RUSS ASS’T MANAGER 





After Twenty Years of Heavy Work 
General Manager Greer Will Re- 
lieve Self of Some Burdens 





William J. Greer, who twenty years 
ago founded the General Adjustinent 
Bureau, and who has been its successful 
general manager from that time until 
now, has decided to ease up somewhat 
by delegating some of his responsibili- 
ties to other members of the Bureau. To 
accomplish this Harvey W. Russ; of 
Boston, and supervisor of the New Eng- 
land field, will come to the New York 
City head office about March 1 to be- 
come an assistant general manager, to- 
gether with Wilfred Garretson, who has 
held that position for twelve years. 

The board of directors of the Bureau, 
in order to afford further relief for Mr. 
Greer; and. to provide for the constantly 
expanding needs of the service, decided 
recently to withdraw Bureau adjusters 
from committee losses in New York City 
thus permitting Mr. Garretson, whose 
time has been occupied largely with that 
work, to devote more of his efforts in 
working with the general manager. 

With the completion of these arrange- 
ments, the management of the Bureau 
will be constituted as follows: William 
J. Greer, general manager; Wilfred 
Garretson and Harvey W. Russ, assis- 
tant general managers; E. FE. Heins, gen- 
eral adjuster, and N. B. Bassett, secre- 
tary. Mr. Heins will take over more of 
the adjusting work in the New York 
suburban field. 

Garretson First Adjuster 

Mr. Garretson was the first adjuster 
to join the Bureau. Shortly after the 
founding of the organization Mr. Greer 
met Mr. Garretson in connection with 
the adjustment of an important loss in 
New Jersey. Mr. Greer was then New 
Jersey special agent for the American 
of Newark and the two men worked to- 
gether until the loss was settled. Not 
long afterwards Mr. Garretson was per- 
suaded to join the Bureau. He was at 
first attached as an adjuster to the New 
York office, but in 1909 was made Bu- 
reau. manager at’ Pittsburgh. 

After five years in Pittsburgh Mr. 
Garretson returned to New York City 
as superintendent of adjustments. In 
1915 he was appointed assistant general 
manager which position he has continued 
to fill most admirably ever since. 

Mr. Russ, who will not only supervise 
the New England territory but also 
some other sections after he has come 
to the New York head office, first joined 
the Bureau in 1909. Before that he had 
heen a special agent in New York State. 
With the Bureau he served as adjuster 
at Philadelphia and Pittsburgh and in 
1911 opened a branch office at Syracuse, 
’ Three years later he became 
manager at Pittsburgh, succeeding Mr. 
Garretson. In April, 1919, Mr. Russ left 
the Bureau to organize the Underwrit- 
ers Adjustment Co. in Chicago. He re- 
joined the Bureau service in March, 
1922, taking charge of the New England 
field. 

Upon removal of Mr. Russ to New 
York, the Boston office will be in charge 
of G. F. Stratton, manager, with Frank 
A. Nutt, assistant manager, and a staff 
of six adjusters, headed by B. C. Chit- 
_" recently transferred from Utica 


The General Adjustment Bureau 
handles losses for New England, New 
York, New Jersey, Pennsylvania, Dela- 
ware, Maryland, District of Columbia, 
and West Virginia, for the more than 
one hundred companies belonging to the 
organization. At first the Bureau ac- 
cepted adjustments on single losses for 
companies outside the organization but 
the volume of business handled increas- 
ed so heavily as to force the Bureau to 
abandon that practice. Now it will ac- 
cept adjustments for outside companies 
only in instances where a Bureau com- 
Pany is on the same loss. 

Mr. Greer has created and developed 


Springfield F. & M. Made 
Trade Profit of 5.4% 


COMPANY HAD SPLENDID YEAR 


President Bulkley Discusses Taxation 
and Other Subjects in His Annual 
Report; Sentinel Fire Doing Well 
The Springfield Fire and Marine 
wrote $14,295,000 in premiums last year. 
Its expenses were 42.20% and losses in- 
curred 52.40%. It made a trade profit of 
5.40%. The increase in its net premium 
was $826,157. Its total assets, which are 
now $25,763,269, were increased $1,833,- 
724. Its unearned premium reserve is 

$13,258,078. 

A review of the company’s business 
for the year was made by President 
George G. Bulkley, who said that gen- 
eral business seems to be on a more 
stable basis than for a number of years. 
He stated that the net premium account 
showed an increase of 8.88% over 1924, 
which he thought reflected the improve- 
ment in general of business as well as 
the expansion made possible through 
the company’s subsidiary, the Sentinel 
Fire. He said that the expenses were 
4.24% less than for the year 1924. Taxes 
and license fees paid during 1925 agegre- 
gated $443,388, or 3.10% of the com- 
pany’s premium income. This sum rep- 
resents 57.44% of its trade profit and has 
a marked bearing upon our final under- 
writing results. The taxes and fees paid 
during the year were equal to 12.67% 
of the capital stock. 


Loss Ratio Lower 


Some other points he made follow: 

“Our incurred losses of $7,490,656, rep- 
resent 524% of our premium income as 
compared with 55.46% for 1924, a re- 
duction of 5.52%. This by no means can 
be taken as an indication that ti.e fire 
record of the country has improved. 
The increase in volume of premiums has 
tended for the time being to lower our 
incurred loss ratio. The losses of the 
country as a whole were not appreciably 
less for 1925 than for 1924. 

“While there have been no so-called 
conflagrations to record, drought condi- 
tions in certain sections of the country 
were responsible for numerous fire 
losses, and in certain other sections wind 
and hail storms caused much damage 
which made for insurance losses. 

“The trade profit for the year was 
$771,913, or 5.4%, compared with $61,- 
374, or 0.47% for 1924. This trade profit 
figure is arrived at by deducting the 
expenses and losses incurred from the 
premiums written. 

“The final underwriting results show 
a debit of $261,315, a gain of 19.3% over 
1924. 

“The principal item responsible for 
turning our year’s operations from a 
trade gain of 5.4% to a so-called under 
writing loss of 1.83% is our reserve for 
unearned premiums which is computed 
according to state requirements and 
now stands at $13,258,078, an increase of 
$986,344, or 8.04%. It is not necessary 
to go into detail in connection with this 
item except to say that following re 
quirements laid down by law we re- 
served at the close of 1925 an amount 
equal to 92.7% of our entire premium 
writings. 

“While through the operations of the 
reserve plan certain premiums were re 
leased from the reserve account and 
were made available for our use, yet 
owing to the increase in premiums writ 
ten we were compelled to set aside in 
the reserve fund the additional sum of 
$986,344. This briefly explains the rea 

(Continued on page 30) 


an organization which is widely regard 
ed as giving splendid loss adjustment 
service. Its facilities are more than ever 
in demand, and in relieving himself of 
some of his duties Mr. Greer rests as- 
sured that his organization is not only a 
permanent factor in fire insurance but 
one whose value to the companies is 
more valuable each year. 








NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over a 
Century in protecting the interests 
of policyholders and agents. 


Agents Wanted Where Not 
Represented 























Organized 1899 


Natio Hibprty 


Insurance Company 


of America. 
Head Office: 709 Sixth Avenue, N. Y. 


STATEMENT JANUARY 1, 1925 


FIRE - MARINE - AUTOMOBILE - WINDSTORM - TORNADO - SPRINKLER 
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CRUM AND FORSTER 
110 WILLIAM STREET—.NEW YORK CITY 


REPRESENTING 
The Nerth River Insurance Ce. of United States Fire Insurance Ceo. of 
New York New York 
Riehmond Insuranee Company eof British America Assurance Co. of 
New York Toronto, Canada 
United States Merchants & Shippers Western Assurance 
Insurance Company Toronto, Canada 
New York State Fire Ins. Co. of United States Underwriters’ Pelicy 
Albany, N. Y. of New York 


Union Fire Insurance Ce. ef Buffale, 
New York 


Cempany of 


FP. M. Gund, Manager, Western Depart- W. 8. Jackson, Manages, Pacific Coast 
ment, Freeport, IlHnots Dept., San Franeigce, Califernia 
Hines Brothers, Managers, Southern Cobb Glass & Ce., Managers, Nerth 
Department, Atlanta, Georgia Carolina Dept., Durham, Nerth 
Carelina 














Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 
18 WASHINGTON PLACE, NEWARK, N. J. 


Franklin W. Fort 
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American Insurance 
Prospects in Tunisia 


VIEWED THERE AS FAVORABLE 


Consul at Tunis Believes Steady Expan- 
sion of Trade Warrants Handling 
of Marine Insurance 


United States Consul Leland L. 
of Tunis, Tunisia, has sent a report on 
present and future American insurance 
prospects in that part of the world to 
the eo of Foreign & Domestic 
Commerce in Washington. In his report 
on ‘Tunis aa its insurance possibilities 
Mr. Smith says in part: 

Population—The population of Tu 
nisia is 2,100,000, of which 155,000 are 
Europeans (55,000) French, 85,000) Ital 
14,000 Maltese, ete.) and 55,000 are 
Jews Susiness is entirely in the hands 
of the Jews and Europeans, the natives 
occupying themselves almost exclusively 
with agriculture. The important 


Smith 


lans, 


com 


mercial centers are: Tunis population, 
250,000; Sfax, 70,000; Sousse, 25,000; 
Bizerte, 25,000, 


Tunis, lmowever, is) the pommercial 
capital of the country and agencies for 
insurance companies are all placed in 
that city, sub-agents being appointed i 
the smaller centers. 

Commerce—The 
with foreign countries are 
vearly The exports of the 
order of importance are: 

Agricultural products—Barley, 
oats, olive oil, almonds, dates, 
wrass, wine, ete Mineral 
Phosphates, iron ore, zine, 
Livestock and products 
etc.) fish and cork. The imports include 
all kinds of manufactured articles as 
manufacturing im Tunisia is) precluded 
by the total absence of fuel and water 
power 


relations 
increasing 
country im 


commercial 


wheat, 
esparto 
products 

and lead ores. 
(Hides, wool, 


Economic Factors 
Tunisia is a relatively 


poor country. 
Its chief resource 


is agriculture and this 
wealth is limited by the dryness of the 
country, which restricts good crops to 
one im every three years. This makes 
business uncertain and speculative, and 
retards the development of the country. 
The native population is 
drawback to the 
it 1s 


also a great 
progression of trade as 
\rabian and not inclined to work 
or adopt modern standards. 

The budget for 1925 amounted to 250,- 
000,000 which — 150,000,000 
franes government function- 
aires. The remaining sum is too small 
to permit rapid development of the 
country. The low value of the franc, the 
currency of the country, together with 
favorable tariff privileges, naturally 
drives business to France. However, 
with the stabilization of the frane it is 
expected that commercial relations with 
foreign countries will be augmented as 
but a small proportion of the business 
houses in Tunisia is French. Also, Tu 
Nisia being a protectorate, France does 
not enjoy complete tariff liberty and 
ust compete with foreign products in 


Irancs, ol 
went to 


many instances. 
Legislation 
There is no special legislation relating 


to insurance in Tunisia. Insurance com- 


panies desiring to operate in the Regen 
cy have no guarantees to make or bonds 
to deposit as evidences of ie faith 


and responsibility. 
Insurance companies are 
to taxation. On the 
however, there are 
stamp and registration charges which 
vary according to the budgets of the 
Regency and which are added to the 
premium costs. The insured, therefore, 
pays all government charges or taxation 
when paying for his insurance. 
Permission to Operate—There is no 


not subject 
business written, 
small government 


distinction drawn between French in- 
surance companies and those of other 
countries, as Tunisia is a protectorate 
gnd not a French colony. The follow- 
ing documents must, however, be de- 
posited with the Director of Finance of 
Tunisia before commencing operations 
in the Regency: 

1. A declaration of intention to do 
business in Tunisia together with a 
promise to pay all claims or fines that 
might be incurred by the insurance com- 
pany. The responsible agent in Tunis 
must be indicated. 

2. A certified translation of the Sta- 
tutes of the company. 

3. A certified copy of the resolution of 
the Board of Directors naming a Direc- 
tor of the company and granting to 
him the power to represent the com- 
pany in all matters and to appoint a 
third person as responsible agent. 

The above mentioned documents may 
be translated by a recognized translater 
in the home country of the insurance 
companies, and then legalized by the 
local French Consul. 

While numerous French and 
surance companies are 
Tunisia, the bulk of the 
to English concerns. 
ness is done by 
French, the 
this reason, 


Italian 
represented in 
business goes 
Most of the busi- 
Jews, Italians, and 
latter doing the least. lor 
there exists no pressure in 
favor of French companies as is found 
usually in’ French colonies. All insur 
ance companies are on the same foot- 
ing. The laws of the Protectorate of 
Tunisia do not favor France in respect 
to insurance companies. 


Opportunities for American 
Companies 


Insurance 


Several local agents of insurance com 
pamies have approached the Consulate 
for the purpose of inquiring about 
American companies. According — to 
their statements, the — export-import 
commerce of Tunisia is expanding so 
rapiily that there is room = for addi 
tional companies. 

It is considered that marine 
offers the best future for an 
company. Although the 
of the business is written’ by English 
concerns who have the reputation of 
liquidating losses promptly, interested 
authorities affirm that an important pro 
portion could be secured for American 
companies of established reputation. 
Automobile (4,000 in the country) in 
surance Is beginning to take proportions 
as is life) insurance. An important 
\merican company was formerly repre- 
sented in Tunisia and considerable life 
insurance was written. This company 
has lately, however, confined its opera 
tions to the United States and = no 
American institution has entered” the 
ficld to take its place. Fire insurance 
plays a simall part in the local insurance 
world as wooden constructions are for 
bidden in the cities or villages. The 
lack of water in the country also orients 
construction in that direction. All indi- 
cations point to the existence of an im- 
portant and expanding field for Ameri- 
can insurance companies in Tunisia. 


insurance 
American 
Inajyor portion 


SOLICIT FULL COVER 
In view of the fact that so many 
people are covered with fire and theft 
through contracts with automobile 
finance companies, but not for other 
kinds of auto insurance, agents in 
Michigan are canvassing buyers of part- 

payment cars for full coverages. 


PHILADELPHIA CHANGES 
The Philadelphia Fire Underwriters’ 
Association has announced the appoint- 
ment of L. M. Addis & Co., for the 
Hartford Fire and A. Shotz & Co., for 
the Columbia Fire of Dayton, Ohio.  L. 
Addis & Co. have been discontinued 
as agents of the Sterling of Indianapolis. 











The “Home” of Automobile Insurance 
CHESTER M. CLOUD 


Metropolitan Agent 
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The Home Insurance Co., New York 
Maryland Casualty Company 


59-61 Maiden Lane, New York 


Automobile Dept. 
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Agents Cite Defects 


Of New Chrysler Plan 


TO ‘COMMISSIONERS 


Service Of Leesl Agent Sill Quitted te 


Charge; Countenances Overhead 
Writing 





The National Association of Insurance 
week launched another 
against the Chrysler-Palmetto 
insurance plan, on this oc- 
listing seventeen objections to 
plan, which was devised 
the original plan had been so uni- 
turned down that it had to be 
Secretary Walter H. Ben- 
National Association in- 
objections to the new plan 
written to Commissioners 
Monk of Massachusetts 
Tennessee, who con- 
committee of the National 
Insurance Commissioners 
investigate wholesale in- 


a letter 


plans. 


The agents’ reasons for not approv- 


modified plan follow: 


Palmetto Insurance Plan,’ ete., contains 
some generalities as to its operation, goimg 
into detail in) one particular only, namely, 
that which relates to a notice to cash 
buyers of Chrysler cars. A sufficient recita 
tien of the operation of the plan itself, the 
provisions and conditions of the — policies, 
and other necessary information and = data 
are lacking. 

The open policy to be provided for each 
state appears to be a proposed secret under 
taking and thus violates the public policy 
and the insurance laws of the various states; 
it is preposed to be made among parties 
one of whom at least has no interest (in 
surable or otherwise) in the property cov 
ered; it is proposed to be made without the 
knowledge or consent of any one of the 
future purehasers of cars whose protection, 
as well as the finance company’s, is or 
should be the object of the insurance plan. 
The “subsidiary contract’? is dependent upon 
the open policy and is not, therefore, a com- 
plete insurance policy, though the assured 
is deceived into thinking it is complete be 
cause he has no knowledge of the contents 
of the open policy without which a sub 
sidiary contract could not be issued. 
There can be no standard insurance policy 
when such a contract is “subsidiary” to 
another unknown one 

The insurance provided is compulsory and 
thereby violates an inherent right of a 
citizen to make an insurance contract to 
which he is a party by his own choice. 
The contract is for fire and theft only and 
ignores collision insurance and that which 
is of far greater importance to the assured, 
public liability and property damage insur 
ance, thus lulling him into the false belief 
that he is fully covered by insurance, 

The modified plan still provides for insurance 
on cars sold for cash. The manufacturer, 
the sales corporation, the distributor and 
the dealer have all been divested of any 
interest in these cars; the finance company 
is also without interest. Hence, because 
they are strangers to the property, the in- 
surance contract is an unlawful and an. un- 
authorized invasion of property rights. 

The second provision of the medified plan 
does not reveal whether the rates to be 
charged are Conference rates or whether 
they are reasonable and adequate. If the Pal- 
metto Insurance Company is insuring any 
other make of car or issues any other auto- 
mebile insurance and is offering such in- 
surance at differential rates for cars in the 
same general class then this action would 
violate anti-discrimination laws of the states, 
The third provision of the modified plan is 
a statement intended to show compliance 
with state laws, but obviously is a conclu- 
sion which ignores the existence of the open 
policy and attemps to say that the complete 
insurance policy lies in the subsidiary con- 
tract, while in truth and in fact it appears 
to depend upon and to be subject to the un- 
revealed open policy. 

The modified plan does not disclose the 
absence of interest by the finance company 
in commissions on insurance. Such an in- 


terest. if any exists, is vicious, subversive of 
ethical insurance practices and violates the 
laws of those states which provide that such 
commissions shall be paid to resident or 
licensed agents or brokers. 

11. While the modified plan does not reveal the 

commission arrangements, nevertheless the 
general understanding is that the Baltimore 
brokers who negociated the original deal re 
ceive the entire commission. Some - state 
laws require the payment of commissions to 
resident agents and prohibit a division with 
non-resident brokers, No plan should be 
advanced requiring resident agents to violate 
the laws of their state. 

The modified plan countenances overhead 
writing -a plan which violates the generally 
recognized territorial rights of agents for a 
principal which has been agreed to by prac- 
tically all insurance comupanies. The prin- 
cipal stabilizes the insurance business and 
assures the continuance in it of men qualified 
to serve the public. 

13. The sixth provision of the modified plan ealls 
only for the countersignature and = delivery 
of the subsidiary contract by a resident 
agent in order to comply technically with 
resident agency laws. The reasonable con 
clusion is that one agent in each state will 
be sufficient for this work and that he will 
not be required or expected to render any 
insurance service, It is not revealed who 
will solicit or negociate: the insurance, take 
the papplication, collect and transmit the 
premium, prepare the policy, and negociate 
the other details necessary for complete and 
adequate protection. The modified plan re- 
veals a total absence of the necessary in- 
terest and effort of an agent in properly 
servicing a policy. 

. While the modified plan purports to prov- 
ide for the delivery of insurance contracts 
to retail purchasers of Chrysler cars through 
resident agents and not through automobile 
dealers, yet the fact remains that the del 
ivery of the policy is not the act which ef 
fects the insurance and such delivery does 
not comply with the resident agency laws 
nor relieve the transaction of legal objec- 
tions, 
The modified plan, as it would operate, would 
still violate the laws of the various states 
for a number of reasons. The first approach 
leading to the ultimate ‘effecting of the in- 
surance would be made by the automobile 
dealer. Then he would receive the applica 
tion from the purchaser, collect the pre- 
mium, transmit it to the company, negociate 
with the cash purchaser to determine 
whether the latter was or was not to have 
surance; he would actually bring into ex 
istence the insurance effected and_ thereby 
perform various acts of an insurance agent 
contrary to law. 

The Palmetto Fire Insurance Company will 
still be doing an insurance business through 
unlicensed agents, i.e., Chrysler dealers. 

17. ‘The proposed modified plan is in conflict with 
the be m of the Kederal Courts in Wis- 
consin and Maine because the automobile 
dealer will still have to do and perform those 
acts held unlawful in those states, 
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VIRGINIA STATE FUND BILL 

The idea of creating a state fund in 
Virginia for writing fire insurance on 
state-owned property is being pushed 
again. A bill has been introduced in the 
General Assembly to establish a fund 
of $1,000,000, and the premiums for the 
insurance of the state buildings would 
be paid by stock fire companies writing 
in Virginia. 


E. J. CONROW ADVANCED 

Edward J. Conrow has been ap- 
pointed superintendent of the local de- 
partment of the Westchester Fire in 
New York City. He has been handling 
the local department for eight years. He 
was formerly with Crum & Forster for 
eleven years. 





PITTSBURGH INSURANCE BLDG. 


The Pittsburgh Insurance Exchange, 
Inc., is to erect a twenty-one story 
building in Fourth Avenue, between 
Wood and Market Streets, to be known 
as the Insurance Exchange Building. 
Wallace M. Reid is president of the 
Pittsburgh Insurance Exchange. Much 


of the space in the new project has al- 
ready been engaged by insurance agents. 
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F. W. Fuller Gives Party at a New York 
Pier 

Frederic W. Fuller of Springfield and 

Boston, Mass., a general agent of the 

Equitable Life Assurance Society, be- 

longs to the top rank among the great 


producers of business life insurance, 
some of his clients being leaders in 
many industries. 

Mr. Fuller was host at an interesting 
party given some nights ago on board 


the S. S. “Columbus” at its pier in New 
York City. The guests were the leading 
producers of the Fuller agency and offi- 
cers of the agency department of the 
Equitable Life Assurance Society. The 
guests had the run of the ship; dined in 
the main salon and danced in the lounge. 
The party was a success in every way. 
x OK O* 


Parties at Boat Piers 

The practice of giving parties and en- 
tertaining guests on liners lying at their 
piers between times of sailing has been 
growing in New York. The idea started 
when the steamship companies them- 
selves began to act as hosts to those 
they wanted to entertain upon the in- 
auguration of the service of some giant 
liner. It was regarded as good advertis- 
ing. A number of those affairs have 
taken place on the S. S. “Leviathan.” 
There have been parties on the “Paris” 
and the “France” of the French Line. 
The Italians have given some affairs on 
the “Duilio,” the star boat of their fleet. 
The British and Germans and others 
have followed. 

Before the war there was great rivalry 
of the steamship companies in turning 
out the biggest show ship and the rivalry 
to build attractive steamships has been 
resumed recently. Each sea nation 
wants a boat that will match any other 
in magnificence, if not in size, as it is 
regarded as a fine advertisement for the 
nation. The biggest British ship is the 
“Majestic”; the biggest American, the 
“Leviathan”; and the biggest Italian 
ship, the “Duilio.” The Belgians have 
the “Belgen land” and a big show boat 


of Sweden has been announced. 
* s 2 
The Lucky “Shep” Homans 
An insurance man who by his per- 


sonal manner and appearance seems to 
be most indifferent to success is re- 
garded generally as perhaps the luckiest 
man in New York. He is “Shep” Ho- 
mans, former Princeton football player, 
whose general agency, Prosser & Ho- 
mans, led all other agencies of the 
Equitable Life Assurance Society last 
year in paid premiums. 

Homans was born under the shadow 
of Aladdin’s Lamp. He is a marvel at 
golf; is one of the most fortunate whist 
players in New York and—while news- 
papers are not supposed to talk of those 
things, although I can never understand 
why—he is almost unbeatable at poker. 
The puzzling thing about Homans is 





that he 


never seems to care whether he 


wins or loses—but he always seems to 
will. 
He is a member of some of the most 


exclusive clubs in New York and vicin- 
ity, including the Links Club, to belong 
to which some persons would give a 
wisdom tooth. He is one of the few 
managers in the United States who can 


manage a crowd of life insurance 
women, some of the best of these re- 
porting through his office. 

Asked why he is so successful, he 


calls it “luck.” But behind his mask of 
imperturbability is a combination of 
many very engaging traits. His former 
partner, Seward Prosser, is president of 
the Bankers Trust Co. of this city. 

e © * 


Personality of the Late John Buchanan 


Since the death of the late John Bu- 
chanan, famous Boston insurance fews- 
paper man, dozens of interesting stories 
about his personality have been floating 
up and down Milk Street, Boston. 

In discussing Puchanan, one of the in- 
surance editors, Charles Ik. Belcher, of 
Boston, said: “He was a man who could 
not be bullied or patronized.” 

Truer words were never spoken. 
Buchanan was a most impressive looking 
person, as independent as a traffic cop, 
and had a very keen sense of the impor- 
tance of newspapers and his position in 
the community, which he had won by 
hard, fair work and fine service to in- 
surance interests, not only for what he 
had done for insurance men in the 
newspapers but in other directions. 

Suchanan was about six feet tall, very 
broad-shouldered, dignified in) manner 


and carried a cane. Anyone who tried 
to patronize him would be made very 
unhappy by his attitude. He had fre- 


quent runs-in with insurance men, gen 
erally when his dignity was affronted 
or when he thought he or his papers 
were being treated unfairly. He was 
always ready to patch up a quarrel if 
the other man took the initiative. 

He wrote splendid and authoritative 
biographical stories, would cover a 
meeting in masterly fashion, and knew 
exactly what to say if he sent out stories 
to daily papers about insurance com- 
panies or insurance people. 

He handled advertising accounts for 
some companies; and his friendship was 
highly treasured by many people. 

k ok * 


Those Hartford Insurance Stocks 

Hartford continues to teem with 
stories of men who watch the stocks of 
the Travelers, Aetna Life, Connecticut 


General and other companies which 
have made sensational advances, and 
who were formerly poor men. These 


people can hardly wait until they pick 
up the Hartford “Times” to see what 
the stocks did during the day. They 
have one pleasant sensation after an- 
other as they read these quotations. 
The most astute financiers of Hartford 
are unable to tell how high the stocks 











will climb as all former prophecies have 
been outdistanced. 

There is a story of a 
who made this comment 
stock: 

“The time to buy is always; the time 
to sell is never.” 

* 


former tailor 
on Travelers 


* 
Asking $2,000 a Share 
The Hartford papers are full of ad- 
vertisements of investment houses. 
Nearly every one of them has insurance 


stock to offer. Papers such as the 
Hartford “Courant” run about three 
pages each morning during the week 


covering financial news. 
The first Hartford insurance stock for 


which $2,000 is asked is the Connec- 
ticut General. On Saturday morning, 
February 6, the Hartford “Courant” 


said that the Connecticut General stock 
was selling at $1,950 a share. The 
Travelers was selling for $1,330 a share 
with $307 for Travelers rights. Aetna 
Life was selling for $1,330. The Hart- 
ford Fire Insurance Company stock for 
which the highest sum was bid is the 
National Fire, $8.10. The Aetna Casual- 
ty & Surety, by the way, on Saturday 
was selling for $1,000. 

At the time of the managers’ conven- 
tion of the Travelers in Hartford a fort- 
night or ago, one of the managers 
went into a banking house and asked 
the banker if he thought Travelers 
stock would be a good buy at the ap- 
parently high figure it was then selling 
at. The banker answered unqualified- 
ly in the affirmative. “I will give you 
an answer in two days regarding some 
stock [ am = considering buying,” 
the manager. 

He left the office 


so 


said 


and inside of two 
hours the stock had gone up $125 a 
share. Incidentally, it was announced 
that the capital stock of the company 


had been increased. 
* x 
Shirt Sleeve Diplomats 
A great deal of discussion is heard 


about the famous “shirt-sleeve diplom- 
acy” in the United States service aboard. 
In Great Britain and most other foreign 
countries the man who joins the diplo- 
matic service generally starts as an 
under-secretary, and by the time he ar 
rives at such an important post as that 
of the United States he has had years 
of training in the work. And yet the 
United States Government has fre 
quently appointed a lawyer or an editor 
without any diplomatic experience as its 
emissary of an important post. 

The strange thing is that 
our “shirt-sleeve diplomats” have made 
brilliant records, the one now most in 
the public eye being Alexander P. 
Moore, former newsboy who became 
Ambassdor to Spain, and who was suc 
ceeded by Ogden H. Hammond, an in 
surance broker in this city. 

Light on how diplomats are sometimes 
chosen is thrown in the “Intimate 
Papers of Colonel House,” to which J 
have already made reference. In these 
papers Colonel House makes some ex- 
tensive comment on the late William F, 
McCombs, a New York lawyer and poli- 
tician who did good service for Wilson 
political emissary. I quote the 
paragraph and you can draw your own 
significance : 

“December 6, 1912—I had a long con 
versation with McCombs and Vick. I 
believe if I had been authorized to offer 
McCombs a foreign embassy today he 
would have accepted it. Office-scekers 
are driving him crazy. I suggested a 
foreign position and he said that he did 
not have sufficient money; but I told 
him that it would not take much. He 
asked where [ would suggest his going 

Vienna, Italy or where?” 

* 


some ol 


as a 


Catching Dwight W. Morrow Unawares 

Clinton W. Gilbert of the New York 
“Evening Post” is the man who wrote 
the famous and anonymous “Mirrors of 
Washington.” Every day in that paper 
he is now running a little character 
sketch under the heading “The Daily 
Mirror of Washington.” 

Some nights ago Mr. Gilbert sat in 


proximity to Dwight W. Morrow of J. 
P. Morgan & Company and former 
head of the President’s commission on 


aircraft. He heads his little story re- 
lating thereto, “Dwight W. Morrow’s 
‘Acquisitive Instinct.” Mr. Morrow 


does not smoke and the following par- 
agraph from Mr. Gilbert’s story is il- 
luminating and interesting: 

You wonder how a man with this 
idealistic strain in him happened to be- 
come a banker and grow rich. I sat 
next to him at the dinner and I saw his 
acquisitive instinct at work. One 
package of cigarettes was provided for 
each two guests. There was a package 
between me and Mr. Morrow. He did 
not smoke them and I did. Every time 
t wanted a cigarette the package had 
been removed from its neutral position 
between the two of us and _ placed 
squarely in front of Mr. Morrow. I had 
to reach out to get it. | never caught 


him in the act of picking it up, but 
each time it went. Of course, he ap- 
propriated those cigarettes absent- 
mindedly. His absent-mindedness is 
proverbial. They tell how an official of 
the New York Central Railroad found 


him searching his pockets in the Grand 
Central Station. “What's the matter, 
Mr. Morrow? Have you lost your 
ticket?” he asked. “I can fix that up 
for you.” “Worse than that,” replied 
Mr. Morrow; “I have forgotten where 
| was going.’ Now, if you only have 
the kind of absent-mindedness which 
makes you take packages of cigarettes 
that you do not want instead of the 
kind | suspect | have, which makes you 
leave your change on cashiers’ desks, 
you may be fairly said to have the ac- 
quisitive instinet. 


* ‘ *” 


Rogers and Dempsey 


| note with interest that Will Rogers, 
famous comedian and one of the most 
loyal supporters of life insurance in the 
country, is now on a lecture tour in 
Mlorida with Jack Dempsey. Mr. Rogers 
says that Jack may be travelling with 
him but is not on the program. He de- 
nies that Jack is going to protect him 
from the real estate men. 


* A a 


More Philosophy from Colonel House 
The publication of Col. House’s let 
ters continue to be eagerly scanned by 
production managers in life insurance 
for “pat” philosophy. In a letter that 
Col. House wrote to Governor Wilson 
on November 28, 1912, he discussed as 
jollows a visit made to him by Carter 
then of the House of Repre- 
sentatives relative to the cabinet post ol 
the Secretary to the Treasury. 
“! had a most interesting hour with 
Mr. Glass. He candidly confessed that 
he knew nothing about banking or the 
framing of a monetary measure. I con- 
gratulated him upon this for | told him 
that it was much better to know nothing 
than to know something wrong.” 


Glass, 


READ NOLLEN TRIBUTE 

At a memorial service for the late 
President George Kuhns of the Bankers 
Life, the Reverend Elmer Nelson Owen, 
pastor of St. Paul’s Episcopal Church, 
Des Moines, read a tribute to Mr. Kuhns 
written by G. S. Nollen, who is now presi- 
dent of the company. 


4,000,000 HAVE LAPSED 


Latest Figures of War Risk Insurance 
Bureau; Many Convertible Policy 
Lapses; July 2d Deadline 
After July 2, 1926, Government War 
Risk Insurance may not be reinstated or 
converted. Nearly four million ex-serv- 





ice men stand to lose insurance of a 
computed value pf approximately $30,- 
000,000,000. About 600,000 ex-seryice 


men have adopted the wiser policy and 
still carrying their old War Risk 
Insurance or have converted it to one 
of the six ordinary forms of life insur- 
ance and are now protected for the fu- 


are 
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Called For 6 Months 
Before Making Sale 


HOW HARRY SOLON IS A LEADER 


Story of a Remarkably Successful 
Agent of Fidelity & Deposit 
in This City 


One of the leading surety producers 
in town is Harry J. Solon of the Fidelity 
& Deposit 


\fter graduating from a Chicago 
high school and taking a short business 
course, he started selling ropes for the 




















HARRY J. SOLON 


Macomber White Rope Co. in the ter- 
ritory from Chicago to the , Pacific 
Coast light years later he went to 


Pittsburgh, becoming identified with the 
Westinghouse Electric and Manufactur 
ing Co. When the Westinghouse Lamp 
formed he was appointed dis- 
trict manager. 

During the 


Co. was 


war he 


was at Camp 
Joseph EF. Johnson at Jacksonville, 
la. in the Motor Transport Corps. 
Becomes a New Yorker 


He came to New York looking for a 
job that did not require capital. He was 


advised by Charles Murphy of C.F. 


Murphy & Co., -to go into the surety 
business, and was told that it would 
take him about two years to get go 


ing. Identifying 
ity & 
every 


himself with the Fidel- 
Deposit, he started out to call on 
contractor in the city of New 
York to make their acquaintance, spend 
ing about six months doing this, with 
out landing a= single contract. Luck 
came his way at the end of that time, 
however, with the placing of a con- 
tract bond which carried a $10,000 pre- 
mium 

In an interview 
Unperwerirer Mr 
trouble 


with Tue Eastern 
Solon said that the 
with most solicitors is that they 


get discouraged and quit, not realizing 
fully the tremendous possibilities to 
those who carry on. He thinks it is 
more necessary that a solicitor be fitted 


for the surety 
other line. 

He believes a producer should be 
somewhat of an economist and 
acquainted with business conditions and 
contract law if his expert advice is to 
be worthwhile. When the bond is ex- 
ecuted, service does not end, he pointed 
out, as the producer, if he is to be of 


bond field than in any 


service, can foster pleasant relations 
betweens the contractor and the owner, 
a very important duty. 


To the young men in the business he 


(Continued on page 31) 


Feraitare Instalments 
Covered by Insurance 


COMMERCIAL CASUALTY PLAN 


F. W. Benjamin Cites Advertised Offer 
of the Outlet Company, Covering 
inalillity to Pay 


The Commercial ¢ ‘eonali has been so 


successful with its deferred payment 


guaranty insurance on automobiles that 


it is extending it to other kinds of in 


stalment sales. Under the direction of 
> W. Benjamin, industrial accident and 
health manager, the company has a 
rapidly growing list of furniture stores 
who are using the plan in connection 
with their sales. Mr. Benjamin reports 
that a New England manager of the 
company has just about closed with a 
chain of sixteen furniture stores. 

He refers to a recent advertisement of 
the Outlet Company, retail furniture 
dealers, in the Providence “Evening Bul 
letin,” in which they offer a guaranteed 
insurance policy of protection on every 
purchase amounting to $100 or over 


This applies to such articles as pianos, 
rugs, dinner sets, kitchen cabinets, 
ranges, clectric cleaners, washing ma- 


chines, jewelry and silverware. 
icy guarantees to pay the 
buver’s weekly o1 


The pol 
amount of the 
monthly payments in 
the event of sickness or accident. — It 
covers the purchase beginning with the 
fifteenth day and continues to cover it 
until the account is paid. In the event 
of the accidental death of the purchaser 
the balance then due is paid in full. 
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MADE ASSISTANT SECRETARY 
Maryland Casualty Promotes William 
Snyder, Jr.; Started As An Office 
Boy In 1907 
William Snyder, Jr., has been elected 
an assistant secretary of the Maryland 
Casualty Prior to his election, Mr. 
Snyder served as assistant to the sec- 
retary, having been appointed to that 
position November, 1921. After attend- 
ing Baltimore City College, Mr. Snyder 
entered the service of the Maryland as 
office boy in the secretary’s division, 
July 3, 1907. He was made chief clerk 

in the department March, 1916. 

As assistant to the secretary Mr. 
Snyder had direct 
department of about eighty employees, 
and will continue to have charge of the 
force in his new position. 


supervision of the 
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FIRST ANIVERSARY DINNER 


J. C. Heyer, New Vice-President of 
Metropolitan Casualty, Honored 
by Associates in Newark Office 


Several hundred agents of the Metro- 
politan Casualty in the northern New 
Jersey field the first anni- 
versary of the opening of the company’s 
Newark branch at a dinner last Thurs- 
day evening. The event also afforded 
an opportunity to give fitting recogni- 
tion to the promotion of J. C. Heyer, 
new vice-president of the company. 
Mr. Heyer has been the able manager 
of the Newark branch and acted as 
toastmaster at the affair. 

Vice-President Luther E. 
livered an address on 
tion from the agent’s standpoint, while 
President J. Scofield Rowe spoke on 
the remarkable growth of the company 
in both volume and finances. 


celebrated 


Mackall de- 


surety produc- 





BIG JUMP IN ASSETS 





Eagle Indemnity Closes 1925 With 


$4,090,401 Assets As Compared 
With $3,005,601 in 1924 


The Eagle Indemnity, under the lead- 
ership of M. E. Jewett, made a splendid 
gain of more than a million dollars in 
assets during 1925, now having admitted 
assets of $4,090,401, as compared with 
$3,005,601 a year ago. The premium in- 
come of the company increased 25% 
over that of 1924. Its reserve for 
claims as required by law is $1,181,138, 
and it has set aside an additional vol- 
untary reserve for claims and_ suits 
amounting to $310,546. The reserve for 
unearned premiums is $1,159,933. Dur- 
ing the year the company reduced its 
capital from $787,500 to $750,000. This, 
with a net surplus of $523,021, gives a 
surplus to polic yholders of $1,273,021. 

The company is owned by the Royal 
Insurance Company and operated by the 
same officers and staff as the Royal In- 
demnity, giving it great advantages both 
as regards strength and service. 


APPOINTED GENERAL AGENT 

Russell Maguire has been made Phil- 
adelphia general agent of the Metro- 
politan Casualty under the agency name 
of Russell Maguire & Co. Mr. Maguire 
was with the bonding department of the 
Aetna Casualty & Surety at one time 
and recently resigned as associate 
manager of Zebley & Strouse, general 
agents of the U. S. Fidelity & Guaranty. 

The agency’s ability was indicated this 
week by the writing of two bonds for the 
Cramp Company covering two new 


Philadelphia Junior High Schools to be 
built for the Board of Education, One 


bond is for $1,028,307 and the other for 
$1,011,956. 
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Commercial Casualty 
Continues to Grow 


MILLION INCREASE IN VOLUME 





Six Capital Increases Since 1909; Assets 
Now $10,932,098; Were $1,625,313 
in 1915 





The results of 1925 show that the 
Commercial Casualty continues to pros- 
per as a Substantial casualty and surety 
company. Under the leadership of C. 
W. Feigenspan this company increased 
its volume of more than a 
million the past year, 
which was well distributed among the 
various lines written. The assets reached 
a total of $10,932,098, an increase of 
$1,907,181 over the assets of a year ago. 
The total assets of ‘the Commercial 
Casualty in 1915 were $1,625,313, indicat- 
ing the progress made over a period of 
years. 

Since the company organized in 1909 
with an authorized capital of $250,000, 
there have been six capital increases 
bringing it up to a total of $2,000,000. 
In 1925 the unearned premium reserve, 
because of larger volume of business, 
increased from $3,422,349 to $3,771,704. 
After setting up a reserve of $2,614,431 
for outstanding claims and the liberal 
sum of $545,962 for all other liabilities 
the company has a net surplus beyond 
all liabilities of $2,000,000, which, with 
its capital of $2,000,000, gives a surplus 
to policyholders of $4,000,000. This is 
an iucrease of $1,100,000 over last year. 

The board of directors of the com- 
pany is representative of the most 
prominent financial and business inter- 


business 


dollars during 


ests of New Jersey, including [Edward 
C. Stokes, a former governor of the 
state. 








Prudential 





Wanted 


Credit Insurance 


“HARRY CLEGG, Incorporated Insurance Broker, 
dsuildings, Union Street, Oldham, Lan- 
cashire, desires sole representation of Company of 
Standing for the purpose of CREDIT INSURANCE. 
State terms, giving indication of rates for business 
transacted in British Isles, Europe and Eastern Coun- 
tries and forward Specimen Proposal Forms.” 








MAKES SUBSTANTIAL GAINS 


Assets of Continental Casualty  In- 
creased to $14,264,013; Premium In- 
come $13,171,267 in 1925 


The Continental Ca: ualty shows an- 
other year of substantial progress, its 
assets having increased $12,871,829, to 


$14,264,013 at the 
The net premium income of the 
year was $13,171,267, as 
compared with $12,298,761 in 1924. The 
unearned premium reserve fund is $6,- 
023,475, as against $5,310,181 a year ago. 

After setting up liberal reserves for 
all other obligations, including $3,315,- 


a total of close of 
1925. 


company last 


338 for outstanding claims, $1,124,807 
for miscellaneous liabilities and a_vol- 
untary contingent reserve of $800,392, 


the company shows a combined capital 
and surplus of $3,000,000. It will be 
noted that the voluntary reserve shows 
an increase of about $200,000 over last 


SOUTHERN SURETY SUITS 


To Be Tried Here in April Against 

Reinsurers in Defunct Carnegie 

Trust Case 

The suits which the Southern Surety 
is bringing against the reinsuring bond 
ing involved in the million 
dollar bond the had on the 
defunet Carnegie Trust Co., will be tried 
here in April. The first suits will be 
the General Reinsur 
ance Indemnity and the Massachusetts 
Bonding & Insurance. The first equity 
cases will be against the Columbia 
Casualty, the Fidelity & Casualty, the 
Ocean Accident & Guarantee and the 
Sun Indemnity. 


ts 


companies 


company 


brought against 


year’s figure and reflects the conserva- 
tive policy of the management of 
Continental Casualty. 


the 


COMPENSATION RULING IN VA. 





Industrial Commission Decides Recur- 
rence of Injury Must Be Sudden 
for Payment Claim 


The Virginia Industrial Commission 
has ruled in an accident case that in the 
event of a recurrence of hernia after it 
was reported as cured, the recurrence 
must be sudden and not gradual to 
justify reallowance of compensation. 
The ruling was made in the case of a 
claim against the Steinman Coal Cor- 
poration and the Maryland Casualty. 
From the records in the case, it appears 
that an employee of the corporation, Ed 
Burleson, suffered an injury resulting 
in hernia. He received compensation for 
more than eleven months at the rate of 
$12 a week, which was then stopped on 
the ground that he had been cured. 
Burleson later claimed a recurrence of 
the trouble and asked that payments be 
resumed, but the commission denied the 
application when it developed that the 
recurrence had been gradual and - not 
sudden, its view being that gradual re 
currence placed the case beyond the 
range of an accident. The decision has 
gone to the Supreme Court of Appeals 
for review. 


NOW BURGLARY MANAGER 


Clyde J. Brickell has been appointed 
superintendent of the burglary depart- 
ment at the New York City office of 
the Metropolitan Casualty, succeeding 
Harry H. Hulse who resigns on account 
of ill health. Mr. Brickell was in charge 
of this line for the Standard Accident 
for ten years. Prior to that connection 
he was with the Royal Indemnity. 


JAMESTOWN APPOINTMENT 

At Jamestown, N. Y., the General Ac- 
cident has appointed Merrill-Howard, 
Ine., as general agents. The Merrill- 
Howard agency has been in the business 
over ten years. 





All Other Assets..... 


the Master 








Increase in Assets 
Increase in Capital 
Increase in Surplus 
Increase in Premiums 


RESOURCES 
U.S., State and Municipal Bonds........... .$1,036,880.00 
Mortwames Genremteed «oc cicseccccceccaces 478,000.00 
Railroad and Miscellaneous Bonds.......... 1 502,560.00 
LC) ae oe RE er ere Re LCE Se er eran ee 1,706,925.00 
COMMNCEGY EOAUS oii decades es bewerearceocas 300,000.00 
Cash on Fland and in Banks........0.¢.000% 714,199.97 
Premiums in Course of Collection........... 1,404,394.91 
Interest Due and Accrued... .....000.cccweeds 42,789.52 


36,566.55 


$7,222,315.95 


Behind Every Metropolitan Policy Stands 
Policy — GOOD FAITH 


Writing All Forms of Casualty Insurance and Fidelity and Surety Bonds 


CHARTERED 1874 


Wwe METROPOLITAN 
CASUALTY INSURANCE Go. 


ow Niw Work 


HOME OFFICE—55 FIFTH AVENUE 


FIFTY-SECOND ANNUAL STATEMENT DECEMBER 31, 1925 
LIABILITIES 


RCo See ene eee 
Unearned Premiums. 


Reserve for 
Reserve for 
Reserve for 
Reserve for 


Taxes and Sundries 


Funds Held Under Re-insurance ‘Treaties.... 53,949.95 

Chir tAlitieS> ca sv sae ee slce dscemdeemences 20,702.43 

Voluntary Contingent Reserve.............. 100,000.00 

ee $1,500,000.00 

I e5525.4vdca ade aenn ers 1,082,786.86  2,582,786.86 
$7,222,315.95 


1925 A YEAR OF ACHIEVEMENT 


$3,233,880.75 
500,000.00 
308,337.57 
3,302,035.64 


eres Ce $1,133,968.08 
eet Cee ee 2,937 ,221.87 


Commissions........ 


115,424.20 
278,262.56 
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Bureau of Personal A & 
H Has Successful Year 
AHERN AND JONES REELECTED 


Pleased With Work of Committees; 48 
Now Members; Ovation to A. P. 
Woodward 


Satisfaction was generally expressed 
at the twelfth annual meeting of the Bu- 
reau of Personal Accident and Health 
Underwriters held at the Hotel Astor 
last week on the activities of the past 
veal Appreciation was shown for the 
good work of the standard manual com- 
mittee (George Goodwin, Connecticut 
Mutual, chairman) and the committee 
of five on statistics (Benedict D. Flynn, 


lravelers, chairman). The bureau is 
now composed of forty-eight compan- 
ies, the most recent company to join 


being the Northwestern Casualty and 
Surety 

John E. Ahern, secretary, accident de- 
partment of the Travelers, was re-elected 
chairman of the governing committee of 
the bureau and F. Robertson Jones, who 
has splendidly supervised its affairs, was 
re-clected secretary-treasurer. The fol- 
lowing companies were elected mem 
bers of the governing committee for the 
present year: Connecticut General Life, 
Maryland Casualty, Continental Casual- 
ty, Columbian National Life, Aetna 
Life, Royal Indemnity, _—— Accident 
and Guarantee and U. S. Casualty. A 
pleasant feature of the mecting was the 
ovation given to Arthur P. Woodward, 
formerly chairman of the Standard 
Committee, who recently resigned his 
official position with the Connecticut 
General to become a member of Gould- 
en, Woodward, Cook and Gudeon, New 
New York general agents of this com- 
pany. His successor as chairman of this 
committee is George Goodwin, Connecti- 
eut General. 

Report of F. R. Jones 

Mr. Jones in his annual report re- 
viewed the activities of the committee 
of five on statistics, saying that a print- 
ed report in pamphlet form of sixty- 
four pages, showing the combined health 
experience for the policy years of 1921 
and 1922 combined, had been sent to 
each member of the bureau during the 
past year Mr. Jones then touched 
upon a meeting of the governing com- 
mittee held in January calling attention 
to certain decisions of state and federal 
courts of final jurisdiction holding that 
personal accident companies are liable 
under the Utah laws for the face amount 
of a policy in case of suicide, where the 
insurance had been in force for one 
year. Attention was also directed to the 
fact that a somewhat similar situation 
exists in Colorado. The governing com 
nittee voted to refer the matter to the 
standing legal committee of the Inter- 
national Association of Casualty and 
Surety Underwriters for consideration 
and action with the recommendation 
that this committee co operate with 
other affected organizations in getting 
the situation alleviated. 


Springfield F. & M. 
(Continued from page 25) 


son for deduction of the principal item 
referred to,” 

In discussing the Sentinel he said: 

“A year ago we reported the organiza- 
tion of the Sentinel Fire Insurance Com 
pany, of Springfield, Mass., the stock 
of which except for the qualifying 
shares, held by the directors and offi- 
cers, is owned by the Springfield 

“The new company is establishing an 
agency plant and business of satisfac 
tory volume and class is being de it ete 
Through this affiliation, by way of re 
jusurance, we are in a position to aug 
nent our premium income, accepting 
business from the Sentinel and ceding 
to that company through reinsurance a 
cesirable class of risks from the Spring- 
field. In this way both organizations 
are benefited.” 


=. 











83 MAIDEN LANE 








ALEXANDER GREENE & CO. 


Incorporated 
FORMERLY GREENE & GOETSCHIUS, Inc. 


MANAGERS 


Fireman’s Fund Insurance Company 
Home Fire and Marine Insurance Company 
AUTOMOBILE BRANCH—METROPOLITAN DISTRICT 


Union Indemnity Company 


General Agents—All Lines 
AUTOMOBILE—CASUALTY—INLAND MARINE—SURETY 


NEW YORK 














SUCCEEDS JOHN BUCHANAN 


Cc. L. Billman ‘Heads Massachusetts 
Plate Glass; Annual Report Shows 
Company in Excellent Condition 


Christopher LL. Billman is the new 
president of the Massachusetts Plate 
Glass Insurance Co., filling the vacancy 
caused by the death of John Buchanan, 
the president and one of the founders 
of the company. This was one of the 
many activities of Mr. Buchanan whose 
death a short time ago shocked the en 
tire insurance fraternity. Other offi 
cers elected at the annual meeting were 
George W. Hinkley and Edward J. 
Ginsburg to be vice-presidents. Louis 
A. Ginsburg, secretary and treasurer, 
was re-elected. One of the features of 
the meeting was a tribute to Mr. Bu 
chanan’s memory. 

Mr. Billman, who is also president of 
the Beacon Trust Co. of Boston, now 
leads a company whose financial condi- 
tion is excellent and whose loss pay- 
ing record is without criticism. 


HARTFORD STEAM BOILER 
The Hartford Steam Boiler had a pre 
mium income fast year of $4,615,442, an 
increase of $536,497. The market value 
of the company’s securities increased 
$748,906. 


VA. COMPENSATION FIGURES 

In his massage read before the bien- 
nial session of the Virginia General As- 
sembly recently, Governor Trinkle cited 
some figures on the writing of compen- 
sation in the state. Since the present 
act went into effect, he said, employers 
had paid in a total of $11,540,998.50 to 
insurance companies handling this bus- 
iness, and out of that sum $4,369,842.49, 
the Governor figured, had been the prof- 
its and expénses of the companies, the 
balance being paid out for settlement of 
claims. Virginia insurance men_ point 
out, however, that the Governor appat- 
ently left out of his reckoning a very 
unportant item, an amount equal to ap- 
proximately one-third of the total claims 
awarded, which was also paid out for 
medical attention. 


APPEALS IN ST. LOUIS 

The North American Accident Insu 
ance Fig yong has taken an appeal to 
the Louis Circuit Court from a judg 
vs re $136 granted by Justice of the 
Peace Elmer Moone to Michael Lang, 
56 years old, 3501 West Pine Boulevard, 
St. Louis. Lang was injured in a fall 
from a street car and filed the suit to 
collect under an accident insurance pol- 
icy issued by the company through the 
St. Louis “Times,” an afternoon news- 
paper. 








| Cash in Banks and Office 


Accrued Interest .......... 


Other Admitted Assets... , 





of the 


COMMERCIAL CASUALTY 
INSURANCE COMPANY 


| as of 
JANUARY Ist, 1926 


| 
| FINANCIAL STATEMENT | 
| 


Assets 
Stocks and Bonds (Market Value)... 
jbo’ c 0) 71, a ae ea 


BREA MBCARE: oJ. ose eee soba 


Liabilities 


| eo $ 3,771,704.21 | 
| PI aco vce dendio scanner cues 2,614,431.72 | 
| AN Oviver Liabilities... 6... cisscscccss. 545,962.65 | 
| RRR rr oe are ree $2,000,000.00 | 
| i ee ee 2,000,000.00 

| 

| Surplus to Policy Holders................. 4,000,000.00 
$10,932,098.58 

: 

| Business Weitten 1025................0665 $ 9,345,246.55 

| Business Written 1934............0.s.02008 8,291,930.18 

| ; 

| Increase for Your 1025. .......06.606s6 0.000. 1,053,316.37 


$ 490,275,64 
5,558,874.05 
2,781,750.00 

82,267.23 
370,000.00 
1,648,931.66 








$10,932,098,58 
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Interest Shown In 
New Informal Meetings 


MAY SOLVE HARD PROBLEMS 


Casualty Production Chiefs Gather at 
Astor; W. L. Mooney Explains Its 
Objects; Another Session Soon 


announcement — fast 
month of an informal organization of 


Following ‘ie. 


casualty production chiefs, the first of 
a series of meetings got off to an aus- 
picious start last week at the Hotel 
Astor with a satisfactory attendance of 
those executives who are close to the 
“firing line.” W. I 
dent of the Aetna Life, acted as chair- 
man and outlined the purposes of the 


Mooney, vice-presi- 


conference which will be held every few 
months. Among the matters discussed 
was the special agent problem, agency 
control, acquisiton costs and the produc- 
tion work of certain companies through 
their engineering departments. At a 
future meeting the matter of attracting 
more men and women to the casualty 
and surety business as a career will be 
featured. 

One of the best features of these dis- 
cussions will be that misunderstanding 
will be ironed out by an exchange of 
ideas on perplexing problems. They will 
afford an opportunity for casualty pro- 
duction chiefs to get better acquainted 
with each other so that when violations 
of the rules occur it will be easier to 
remedy them. Another object of the 
conterence will be to take care of prac- 
tices which cannot be regulated by rules 
but which can grow to such proportions 
as to require drastic regulation. 

It is not improbable to expect, in the 
opinion of one casualty executive, that 
this conference may be the means of for- 
mulating rules for the fidelity and surety, 
as well as the accident and health lines. 
He feels that they will develop easily 
and gradually under the stimulus of the 
best minds of the business. The educa- 
tional work, paving the way, will be 
done through this group, he stated. 

On the matter of regulation of com- 
panies operating outside of New York 
State this same executive expressed 
himself as follows: “Through the means 
of our meetings we hope to interest 
executives of companies not entered in 
New York We anticipate that they may 
see the light after attending our discus- 
sions and come into line. To-day they 
are merely free lances, not bound by any 
regulation.” 

Spencer Welton, vice-president of the 
Fidelity & Deposit, will be the chairman 
of the next meeting, which will be held in 
three or four months. 

Among those who attended the first 
session were Allan J. Ferres, Fidelity & 
Casualty; F. H. Kingsbury, Globe In- 
demnity; J. Collins Lee, Hartford Acci- 
dent & Indemnity, and W. A. Edgar, 
U.S. Fidelity & Guaranty. 


F. Hoadley’s Letter 


(Continued from page 17) 


Insurance Co. under this plan but would 
call attention to the fact, not entirely 
negligible, that while the Guaranty Fire 
Insurance Co. employs no agents to sell 
insurance, it does employ and pays 4 
commission to agents to sell stock. 

“All of the above is written without 
the slightest feeling of ill-will, for the 
business of fire insurance as conducted 
by reputable and well-established stock 
companies does not fear this new mem- 
ber of the profession as a competitor, 
nor is it afraid of misrepresentation and 
slander. From a sense of duty, I have 
undertaken to answer Mr. Tuttle’s let- 
ter. This is not an open letter in the 
usual sense of the term, but, if you have 
no objection, I should like the opportu- 
nity of letting it reach the eyes of those 
who have read Mr. Tuttle’s communica- 
tion.” 
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No Action Taken On 
Instalment Premiums 


BUT SUBJECT IS REVIEWED 


No Aircraft Underwriting Conference; 
$250 Deductible Collision Plan 
Passed; Rates Later 





Among the problems brought up at 
the well-attended meeting of the auto- 
mobile department of the National Bu- 
reau last week was the matter of in 
stalment payments of premiums for polli- 
cies. The suggestion was submitted that 
the collection of premiums be made in 
four equal quarterly installments, the 
idea being that it might induce the more 
general acceptance of insurance in rural 
communities. This proposal Was opposed 


by the majority of those present, who 
thought it would entail too much ex- 
pense. Several executives favored some 


thing along this line and it may be that 
the matter will be taken up again at a 
future meeting. 

The suggestion to form a conference 
to govern the writing of aircraft lines 
was likewise defeated; in fact, the Na 
tional Aircraft Underwriters’ Associa 
tion has been definitely disbanded be 
cause of lack of interest. 

The $250 Deductible Collision insur 
ance plan was upon and rates 
will be announced by the Bureau within 
a month. The $50 Deductible Property 
Damage plan was also considered favor- 
ably. Details will be released later. 


passed 


CHANGES IN NEWARK BRANCH 
Henry P. Reardon, formerly manager 
of the casualty department of the Metro- 
politan Casualty’s Newark branch, has 
been promoted to manager of this of- 
fice, succeeding James C. Heyer, now 
vice-president. 

Norwell H. Cobb has” resigned -as 
superintendent of the bond department 
in tais branch and Phillip Murphy has 
been appointed to succeed him. 


Yorkshire ‘May § Start Casualty 
Running Mate in United States 


The Yorkshire Insurance Co., one of 
the most substantial old institutions of 
England, is considering the formation of 
a casualty running mate in this coun- 
try. The new company will be known 
as the Yorkshire Indemnity Co. and is 
expected to feature automobile liability 
lines since the parent company’s U. S. 
branch has considerable automobile fire 
ad theft business. 

PF. DANAHY PROMOTED 

Frank J. Danahy, an experienced con 
tract underwriter, has been promoted 
to assistant vice-president of the Na 


tional Surety. Mr. Danahy was form 
erly assistant secretary in charge of 
the city contract department and will 


supervise this department 
He has been with the company for the 
past twelve years, acquiring a_ broad 
knowledge of all phases of city contract 
work, 


continue to 


BUFFALO AGENCY MEETING 

An agency convention of the U. S. 
Fidelity & Guaranty’s agents in Buffalo 
was held at Buffalo on February 8 
under the leadership of William H. Ken- 
nedy, who is the manager of this di- 
Vision. The meeting was addressed by 
Philip F. Lee, associate field director, 
and was devoted to technical discussion 
on the de velopment of various lines 


A. G. OAKLEY BETTER 
Friends of Alonzo G. Oakley, man- 
ager of the New York branch office of 
the U. S. Fidelity & Guaranty, will be 
glad to hear that he has improved in 
health sufficiently to visit his office oc- 
casionally. Mr. Oakley has been ser- 
lously ill for several months and is 

leaving for Florida for a few weeks. 





E. BREEN IN NEW POST 
Edward Breen will handle claims in 
Northern New Jersey for the Commer- 
cial Casualty. Mr. Breen comes from 
the Aetna Life and affiliated companies. 


JOINS GLOBE INDEMNITY 

P. Lauster has joined the New 
cffice of the Globe Indemnity in 
engineering and inspec- 
He was formerly head 


York 
charge of the 
tion dey artment. 


of the inspection department of the 
Standard Accident in New Yorfik. 

T. W. Miller is another addition to 
the local staff of the Globe Indemnity. 


Mr. Muller will be in charge of the 
automobile department in this territo- 
ry. He was formerly superintendent of 
the automobile department of ‘the 
\etna Life in its New York branch. 


LLOYDS PLATE GLASS IN 1925 

Lloyds Plate Insurance Co., 
which has been specializing in plate 
glass insurance for 44 years, showed a 
total of $2,238,430 in assets in its 1925 
financial statement, a gain of $144,524 
over last year. Although its figures are 
not as imposing as multiple 
‘ine companies, this company has near- 


Glass 


those of 


‘vy $3 of assets for every $1 of liabil 
ities. Liabilities during the past year 
increased only about $25,000, making 


the gain in net surplus $118916. The 
present net surplus is $692,586, and as 
the capital is $750,000, the surplus to 
policyholders is $1,442,586. 


ENTERS PLATE GLASS FIELD 


The most recent company to enter the 


plate glass field is the Commonwealth 
Casualty, who will start underwriting 
within sixty days. W. E. Cook, vice 


president and general manager of the 
company, states that this line will not 
be written at once in all the states where 
the company is entered. At present it 
will be confined to Pennsylvania, New 
Jersey, Maryland and Ohio. 


The Continental Casualty at its home 
offices has started a special evening sales 
course, 
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LIPPINCOTT WITH MARYLAND 
L. H. Lippincott, formerly with the 
service department of the Aetna Life 
and Affiliated Companies, and recently 
with the National Board of Fire Under- 
writers, has gone with the “Maryland 
Casualty as superintendent of its train- 


ing school, succeeding J. N. Hulse, who 
will move to the Pacific Coast. Mr. 
Lippincott is an able young man who 


is a good originator of ideas and a good 


speaker on insurance subjects 


TEXAS COMPANY’S GOOD YEAR 
The Texas Employers Insurance As 
sociation, the official as well as the larg- 
est carrier of workmen’s insurance in 
Texas, had its best year in 1925 since the 
peak year of 1919.) The total premium 
income for compensation insurance in 
Texas for the calendar year just closed 
approximates $2,000,000. 


JOINS H. E. COLWELL & SONS 

Gale W. Hutchinson, who for the past 
ten years has been special agent of the 
Globe Indemnity in the suburban field, 
has become associated with H. E. Col 
well & Sons, Inc., of New Rochelle as 
manager of the casualty and surety 
department. Mr. Hutchinson assumed 
his duties February 3. 


Seeds we 
sow in ser- 
vice bring 

renewals to 
our agents 


ZURICH 


General Accident & Liability 
Insurance Company, Limited 


EASTERN DEPT., New York 


CLOSES BIGGEST YEAR 


Massachusetts Bonding & Insurance 
Reduces Its Losses by $40,000; Made 
Underwriting Profit of $272,217 
The Massachusetts Bonding & In- 
surance closed 1925 as the most suc- 
cessful year in its history. Not only 
did the net premiums increase $536,726, 
but the losses were nearly $40,000 less 
than in 1924. The company made an 
underwriting profit of $272,217, while its 
profit from investments was $606,232. 
The admitted assets now amount to 
$10,443,739, an increase of $1,364,868 over 
1924. The unearned premium reserve is 
$3,150,303, an increase of $237,598, and 
the claim reserve is $2,709,138, an in- 

crease of $407,999, 

This month the stockholders voted to 
increase the capital to $3,000,000, sell- 
ing the new stock at twice par and add- 
ing $1,000,000 to surplus. When this 
transaction is completed the company 
will have over $12,000,000 assets. 

The company earned $718,450 surplus 
during the year, but it transferred 
$500,000 of this to capital as a stock div- 
idend, thus increasing the capital from 
$1,500,000 to $2,000,000 and adding 
$218,450 to net surplus. The surplus to 
policyholders is now $4,020,048. The 
stock dividend declared late in the year 


merely restores to the stockholders the 
$500,000 which they relinquished in 
1916 when it was found advisable to 
reduce the capital from $2,000,000 to 


$1,500,000, 
GLOBE INDEMNITY IN ST. LOUIS 


F. D. Hirschberg & Co. to Represent 
the Company There; Old and 

Substantial Agency 
Hirschberg & Co., one of the 
oldest and most substantial agencies in 
St. Louis, has been appointed general 
agents there for the Globe Indemnity. 
W. I. Martin & Co. have represented the 
company and will join forces with the 
Hirschberg organization. 
I’. D. Hirschberg & Co. 
as agents of the Employers Liability 
which it has represented since 1888. It 
will continue, however, to make endorse- 
ments and handle claims for that com- 
pany as long as necessery. 


FE: D. 


has resigned 


NEWSPAPER POLICIES 

Statistics compiled by the accident 
and health department of the Continen- 
tal Life, of St. Louis, Mo., reveal that 
the company has paid out a total of 
$15,332 on death and accident injuries 
claims on policies issued through the St. 
Louis “Star,” an afternoon newspaper. 

On “Star” policies seven death claims 
for $12,000 have been paid. There have 
been ninety-nine injury claims for $3,522. 


WOULD SAVE PUBLIC MUCH 

Elmer Donnell, manager-director of 
the Associated Industries of Missouri, 
has estimated that an equitable work 
men’s compensation act would have 
saved the people of the state upwords 
of $500,000 on state highway construc 
tion alone. 


H. J. Solon’s Career 


(Continued from page 28) 
advises keeping clear of contractors 
with no financial resources, and if they 
find a man who has a friend or relative 
in the surety business, shun him if after 
an attempt or two you meet with failure 
as it is a waste of time. 








=> <ALL : —= — 
se IND EASTERN ss amar 
UNDE AWRITED RZ 














February 12, 1926 











Se, 
ey 
a, 














$'78,000,000 


Fidelity & Surety Bond Premiums in 1924 


How Much of it 4 
Did You Get e 


AGENTS & BROKERS 


DEVELOP A BOND BUSINESS 


The Fidelity and Surety Bond Digest 


WILL SHOW YOU WHERE AND HOW TO GET 
THE BUSINESS. IT ENABLES THE INEXPERI- 
ENCED TO HANDLE ANY ORDINARY FORM OF 
BOND INTELLIGENTLY. IT SUPPLIES A LONG 
FELT NEED. EVERY BONDIS FULLY DEFINED. 
UNDERWRITING REQUIREMENTS, RENEWALS 
AND CANCELLATIONS EXPLAINED IN THIS 
POCKET SIZE BOND DIGEST. 
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Attempts to Compensate 
Automobile Victims 


UNDER COMPULSORY AUTO PLAN 


Critics Say N. Y. State Measures Savor 
Of State-Controlled Fund; Similar 
To Judge Marx’s Project 


Assemblyman Louis A. Cuvillier has 
introduced and Senator Nathan Straus 
will introduce in the New York Legis- 
lature a bill requiring automobile 
owners to insure “compensation” to 
all victims of automobile accidents. A 
jmilar measure is being advocated in 
Ohio by Hon. Robert S. Marx, a judge 
of the Superior Court of Cincinnati. 
The meaning of these measures is 
that everyone injured by accident aris- 
ing out of the operation of an auto- 
mobile shall be compensated, much as 
workmen are compensated for indus- 
trial accidents, regardless of fault, in- 
stead of as at present being entitled to 
damages only when injured through the 
fault of another and with the chances 
of recovering nothing even then if the 
automobile owner at fault is financially 
irresponsible and uninsured. 


Pictured As A Perfect Panacea 


The critics of this project say that too 
much is being claimed for it and that 
its difficulties, dangers and disadvant- 
ages are being ignored. It is being 
pictured as a perfect panacea. Accord- 
ing to its proponents it would liberally 
relieve all losses from personal injuries 
by automobile accidents, at small cost, 


and would eliminate litigation, reduce 
accidents, provide complete protection 
to automobile owners and give the same 
general satisfaction as the workmen’s 
compensation laws. 

But, say its critics, these advantages 
are partly impossible and partly in- 


consistent. 

The compensation, 
be liberal, 
ous cost. 


they say, cannot 
without involving an enorm- 
Ligitation cannot be elimin- 
ated or much reduced, without making 
state administrative officials arbitrary 
adjudicators of the facts in all claims, 
which would open the doors widely to 
favoritism and abuses. The protection 
provided could not be equal to that 
provided by present automobile liability 
insurance, since the state compensation 
insurance would not follow an auto- 
mobile when it goes outside the State. 
And to insure compensation absolutely 
regardless of fault would certainiy not 
tend to reduce accidents, but on the 
contrary would tend to increase them. 


Objections To Plan 

Further, the critics say, if the 
pensation is to be exclusive as Judge 
Marx proposes, that is, if the compen- 
sation is to be limited to something like 
825 per week, regardless of the fact 
that the loss suffered by the injured 
person may have far exceeded that 
amount, then the measure would be un- 
constitutional; whereas, if the compen- 
sation is to be optional as Senator 
Straus proposes, so that the injured 
person may elect to accept compensa- 
tion or to take his chances of recover- 
ing full damages by suit at law, then 
the measure would multiply litigation 
and immensely increase the cost of pro- 
lection to automobile owners, since they 
would have to carry both compensa- 
tion insurance and liability insurance. 

It is the opinion’ of authorities that 
this measure would either fail to relieve 
the'many victims of unidentified, stolen 
or unlicensed automobiles and of auto- 
mobiles from other states, or the cost 
of compensating such victims would 
have to be loaded on the law abiding 


com- 


resident automobile owners—which 
would be far from equitable. 
Furthermore, “compensation” works 


only when applied to the employed, 
where the compensation is a percentage 
of wages or earnings. There has never 
been any fair rule of compensation 
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formulated that will fit the unemployed | 
and unemployable. 7 oe | 
Would Build Gigantic Political Machine | Views on Public Liability | 
Finally, the critics say, this measure | 
would build up a_ gigantic — political | = = | 
machine, which would fix the rates of It is predicted by some public utility 
contributions for millions of automobile : 4 


owners, and disburse the funds in the 
employment of thousands of job-holders 
and doctors, besides the distribution of 
money benefits largely in discretion. It 
is true that Senator Straus’s bill prov- 
ides that the insurance shall be carried 
in an automobile owners’ mutual asso- 
ciation; but there will be only one such 
association with a monopoly, and such 
association will be politically created, 
politically controled and inevitaby poli- 
tically managed. Political insurance is 
no less political and no less exposed to 
the abuses of politics because it is called 
“mutual” 


RATING ORGANIZATION MEETS 


James Marshall, vice-president of the 
Northern of New York, this week acted 
as chairman at the annual meeting of 
the New York Fire Insurance Rating 
Organization. On recommendation of 
the nominating committee the following 
were elected members of the governing 
committee: C. A. Ludlum, vice-presi- 
dent of the Home; J. A. Swinnerton, 
vice-president of the Continental; James 
Marshall, F. B. Kellam, manager of the 


Royal, and E. J. Sloan, vice-president 
of the Aetna. Mr. Ludlum was elected 


chairman of the governing committee, 
and Mr. Marshall vice-chairman. The 
report of Secretary-Treasurer Sumner 


Rhoades was read and approved. 


FONDILLER ISSUES CALL 


The 1926 recommendations 
for candidates who desire to become as- 
sociates for the Casualty Actuarial So- 
ciety have just been published, and the 
secretary-treasurer of the society, Rich- 
ard Fondiller, 75 Fulton Street, New 
York City, will be glad to send copies. 

The next examinations will be 
held in May, 1926, but the latest day 
for filing applications is March 1, 1926. 
Those who plan to take the examinations 
should immediately communicate with 
the secretary for further information. 


for study 





ENTERED IN VIRGINIA 


The National Union Indemnity, new 
running mate of the National Union Fire 
of Pittsburgh, has been admitted to 
Virginia and has 21 applications pend- 
ing for admission to other states. The 
principal office in this state will be in 
Richmond with Maurice L. May in 
charge. 


underwriters in New York City that the 
time is approaching when very few com 
panies will be writing this line. They 
feel that money can be made out of town 
but not here. No insurance can now be 
had in the best companies on physicians’ 
and surgeans’ liability and it can not 
be placed on beauty parlors. In com 
menting on past experiences and the out 
look ahead, one executive says, “Eleva 
tor, manufactuerers’ and contractors’ 
public liability seldom have a bad experi- 
ence and these coverages are the 
which are desired by assureds. 


ones 
Com- 


pensation, on the other hand, has not 
been profitable and the many revisions 
in rates in this class seem to show a 


weakness to 


determine the proper 
charges. The 


inspection service main- 
tained and the medical attention ren 
lered by the carriers has increased in 
cost to such an extent that workmen’s 
compensation is only looked upon as an 
accommodation line by many companies. 

“The owners’, landlords’ and tenants’ 
policy is the one which has lost most 
favor by insurance companies. This is 
due to one fact. The public, especially 
in certain sections of the city, is ‘claim 
mad.’ One needs to but look cross-eyed 
at another and a suit will be instituted. 
Ambulance chasing lawyers operate on 
a percentage basis so claimants do not 
lose anything by at least trying a suit. 
It is my opinion that many claims would 
not be made against property owners 
should they not have insurance. It 
seems, too, that companies pay entirely 


too much to keep claims from court. 
More court costs would certainly off 
set the high claim payments.” 


HAD BEST YEAR IN 1925 

United Life and Accident of Concord, 
N. H., shows substantial gains in all 
departments for 1925. Its new paid-for 
business for the year amounted to $13,- 
393,189, being considerably in excess of 
the company’s previous high record. The 
net increase in business during. the year 
was $6,975,605, and the total insurance 
in force amounted to $44,768,907. In the 
last five years, the company has more 
than doubled the volume of its insur- 
ance in force and the annual gain in total 
business. At a recent meeting of the 
company’s general agents, held at the 
home office, pledges were given which 
indicate a very substantial increase in 
production for 1926. As a result of the 
favorable financial showing, a dividend 
of 8 per cent. has been declared on the 
company’s stock. 





Splendid Program of 
A. & H. Convention 


IN DETROIT MARCH 2 AND 3 





Eleven Addresses, Including Talk by 
Merle Thorpe, Editor, “Nation’s Busi- 
ness”; Big Attendance Expected 
The complete program of the 25th an- 
niversary convention of the Health & 
Accident Underwriters conference has 
been released. The convention will be 
held at the Book-Cadillac Hotel, De- 
troit, on March 2 and 5. The program 
e -= 
follows: 

— 
Tuesday, March 2, 10:00 A. M. 
Call. to order.......c0 John Patterson, presiding 
Address of welcome......... Hon. John W. Smith 
Mayor, City of Detroit 
MOSM ove cchcvdhinvaczisdnaconsecais W. T. Grant 


President, Business Men’s Assurance Co., 
Kansas City, Mo. 
Walters 


“Organined Effort” .....iicccce Henry C. 
General Counsel, National Casualty Co. 
Detroit 
Former President, Detroit Bar Association 

Report of entertainment committee, 
M. Rowland 





OF APORRIOR eo iccccceceicnss td Brackett 
of grievance committee......C. W. Ray 
of membership committee, 

R. E. Weaverling 
of manual committee...... W. W. Powell 
of statistical committee..L. D. Cavanaugh 
of legislative committee....C. O. Pauley 
of educational committee..E. C. Budlong 
of executive committee...... W. T. Grant 

Tuesday, March 2, 2:00 P. M. 

“The Origin of the Conference’”’...... V. D. Cliff 

President, Federal Casualty Co., Detroit 


“Rejuvenation and the 
of Life’ 
Editor, ba 


Prolongation 
Morris Fishbein 
Journal of the American 
Medical y oo xl 
“The American Business Man”..R. Perry Shorts 
Vice-President, Second National Bank, 
Saginaw, Michigan 
“The Old and the New’”....Geo. W. Young, Jr. 
Manager, Claim Department, Inter-State 
Business Men’s Accident Assn. 
Conference Dinner, Tuesday, March 2, 
Italian Garden, 7:00 P. M.—Dancing 
RNG ices cackdccéinnes Hon. Alex J. Grosbeck 
Governor of Michigan 
Wednesday, March 3, 10:00 A. M. 
Report of auditing committee.......... J. Jenkin 
Report of credentials committee....C. B. Hirons 
“Common Sense in Agency Building,” 
H. G. Royer 
President, Great Northern Life 
“Accident and Health Insurance— 
Peet Oe Pt oo nc cvcaccaninns A. E. Forrest 
Vice-President, North American Accident .. 
“From the Outside Looking In”..E. J. Schofield 
Vice-President and Assistant Secretary, 
Standard Accident 
“Let Washington Do It”.......... Merle 
Editor, “The Nation’s Business,” | 
Chamber of Commerce 


Wednesday, March 3, 2:00 P. M. 
“Present Day Tendencies in the Accident 
and Health Business’’........... O. L. McCord 
President, Ilinois Mutual C asualty Co. 
“Apples an dInsurance” . Carroll 
Special ey ee Mutual Benefit Health 
Accident Association 
Round table Discussion:—To what 
age and occupation factors in 
Accident and Health Insurance. 
Report of Special Committees 
Deferred Business 
New Business 
Date and Place of next meeting 
Adjournment, 


Thorpe 
Ss. 


extent are 
underwriting 


U. S. INSURANCE FOR FLIERS 

Government insurance ranging from 
$5,000 to $20,000, depending upon rank, 
has been recommended to Congress by 


the Navy Department for officers en- 
gaged in aviation. Because of the addi- 
tional hazard faced by the men who 


made flights, provisions for a 50% bonus 
In pay were made in the case of officers 
and men assigned to such duty. It has 
been found, however, that although the 
additional pay was adopted with a view 
of affording protection to the families 
of the fliers, the plan has not worked 
out that: way, as the money was gen- 
erally spent for living expenses. The 
proposed insurance scheme is expected 
to achieve the results desired, and at the 


same time cost less than the present 
honus payments. 
ISSUES “LAUGH” INSURANCE 
“The Freshman,” featuring Harold 


Lloyd, was considered so uproarious by 
a Montgomery, Alabama, theatre, that 
it sugge sted to its patrons a liz ibility po- 
licy, insuring them against broken 
ribs, jaws and ‘tired bodies caused by 
too much laughter. The Georgia Casual- 
ty issued the policy. 
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The Late Johe Buchanan 


(Continued from page 7) 

such information as was told him or 
shown him in confidence. He was trusted 
by all those who knew him. He was 
loved by those who knew him. Those 
who knew him best, loved him most. 

Like any other man, he had his ene- 
mies. Yet he was pleasant to all of them, 
and even fair. Recently a man he dis 
liked received an appointment of a minor 
character as an agent of an insurance 
company. John duly recorded the fact in 
the insurance journals he represented, 
and “Jo might as well hand him a 
bouquet” said he. A very pretty bou 
quet it was, arranged by his skillful hand. 

John Buchanan was a careful writer. 
Many a time he “jumped on, and jumped 
on hard” his associate whom he was 
training as his understudy. “The most 
popular man in the Boston insurance 
fraternity!” There you go again. How 
many times must I tell you that there 
can be no superlatives in cold black type. 
You can say it, but never write it. 
There is no such thing as ‘the largest 
company’; the ‘best company’ the ‘strong 
est company.’ It’s safe enough to say 
‘one of the best, biggest, or strongest’ 
but how is the other fellow going to feel 
when he reads his competitor is the acme 
of something or other?” 


His Mottoes 

As an insurance journalist and as an 
advertising man, John had two mottoes 
which he often repeated. Time and time 
again he was heard to tell someone 
“Don’t rush your slides!” He had had 
too many bitter experiences by which 
he had learned that haste frequently 
does make waste, and annoying waste at 
that 

His other slogan was: “When in doubt, 
don’t use.” As an insurance journalist 
he many times spent an hour or more 
checking up the initials of some in 
surance man connected with the story he 
was writing. If he could not find the 


initials he sought he would use none, or 
omit the name entirely. In “covering” 
insurance hearings at the state house or 
insurance dinners of one kind or an- 
other if he found that he could not in- 
terpret his notes or doubting the state- 
ments of one of the speakers he would 
“get round it somehow” always. telling 
the truth, wisely deciding it was un- 
necessary to tell the whole story if there 
was any possibility of his being wrong. 

Mr. Buchanan was an_ inde fatigable 
worker. For many years he “burned 
the candle at both ends,” not in disap- 
pation for he was a temperate man of 
temperate habits, but in hard work. 
He was always “on call” and would 
leave his dinner or his bed, if need be, 
to write or wire an important insurance 
story. 


Did Innumerable “Thank You” Jobs 

The bane of his existence were the 
countless “thank you” jobs which were 
wished upon him. So and so wondered 
if John could “fix it up” for him. He 
had been “pinched for parking.” Some- 
one else wanted to find out who was the 
sixth president of the Whatsitsname In 
surance Company. When was the San 
Francisco fire? How great was the loss 
suffered by the insurance companies ? 
Can you get this little story in the paper 
for me; it would help me a lot? Next 
time you see Mr. Blank say a good word 
for me, will you? Where can I find out 
the names of all the fire insurance agents 
in Bingville ? 

Ile made a poke of the “thank you” jobs 
as he called them—the things he did for 
others, frequently at a personal sacrifice 
of time and energy, for which he re- 
ceived a polite thank you, and nothing 
more. He kept right on doing “thank 
vou” jobs until the very end. The day 
he died he had gone upstairs to the Globe 
newspaper library to look up certain in 
formation for a curious friend. 

John Buchanan had an enviable repu 
tation, “Absolutely on the level—white 
clean through—a real friend—a man you 


H. B. ZEVELY DEAD 





Veteran of 31 Years in American 
Surety; Directed Underwriting for 
Western District 

Henry B. Zevely, vice-president of 
American Surety and a veteran of 31 
years in its service, died last Saturday 
after an illness of several weeks. Mr. 
Zevely was 68 years old, the son of 
Alexander N. Zevely, who was Third 
\ssistant Postmaster General under 
President Grant. 

Joining the American Surety in 1895, 
Mr. Zevely became secretary in 1901 
and three years later was promoted to 
vice-president. In 1914 he took charge 
of the western district, with headquar- 
ters at San Ifrancisco. He returned to 
the home office in 1916 to assume direc- 
tion of the underwriting in the western 
district. 

Among the honorary pallbearers at his 
funeral last Sunday in New York were 
his fellow officials in the company: R. 
RK. Brown, president; Henry C. Will- 
cox, first vice-president; Arthur F. La- 
frentz, second vice-president, and. Rich- 
ard Deming, C. S. Van Rensselaer and 
William Tomlins, Jr., vice-presidents. 
The burial took place Monday in Rock 
Creek Cemetery, Washington, D. C. Mr. 
Zevely is survived by his widow and 
three daughters, Mrs. James M. Well- 
man, of New York; Mrs. George F. 
Vincent, of Watertown, Mass., and Mrs. 
Thomas S. Field, of Jacksonville, Fla, 


can trust” such were the things which 
were said about him when his name was 
mentioned by those desiring enlighten- 
ment on his character. 

He knew what the public should be 
told about this that or the other insur- 
ance matter. He knew what information 
would harm the insurance companies and 
agents and would do the public no special 
good. He was a true friend of the in- 
surance man. Hundreds of insurance 
men mourn his passing. 


— —. 


PROMOTED FROM RANKS 








John S. Turn of Aetna Life, Advances 
Three: Messrs. Arnold, Prouty and 
Jackson 

Following the practice of promoting 
irom the ranks, John S. Turn, secretary- 
general manager of the New York office 
of the Aetna Life and affiliated com- 
panies, has made Winslow H. Arnold 
superintendent in the automobile depart- 
ment, assisting Leo Williams, assistant 
manager. Mr. Arnold succeeds Theo- 
dore Miller, resigned. 

Ralph Prouty, who for several years 
has been supervisor of the compensa- 
tion and liability inspection department, 
has also been promote d and is now at- 
tached as engineer to the special risk 
division of this department. A. O. Jack- 
son, for several years safety engineer 
in the inspection department, has been 
appointed to succeed Mr. Prouty as su- 
pervisor of the inspection department, 

In commenting on the promotions to 
Tur astern UNberwrirer Mr. Turn 
said: “It is an established rule of the com- 
pany to make all promotions to respon- 
sible positions from within its own or- 
ganization, wherever possible. I assure 
those who come in contact with these 
gentlemen that they are qualified for 
their greater responsibilities.” 

. Home Office Not to Move 

J. Schofield Rowe, president of the 
Metropolitan Casualty, has denied the 
news printed in the “Hartford Courant” 
that there is a possibility of the com- 
pany moving its home office from New 
York to Hartford. “This report is gross- 
ly exaggerated,” said Mr. Rowe to Tue 
EASTERN UNpberwrirer, “and I have no 
future date in mind when the company 
is thinking of moving its headquarters 
to Hartford. 





The accident premium income of the 
Pacific Mutual Life in 1925 was $5, 
350,302, a gain of $372,453 over that of 
1924. 
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Collision. 
Burglary. 


tractors’ Liability, C 
Electrical Mac! 

tor Liability levator 
Breakage. 
Fly-wheel Breakage. 


Group A 
Health, Hold-Up. 
Landlords’ Liability, Larceny. 


Manufacturers’ 
Liability. 





Liability. 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 


Damage, Theatre, Theft. 
Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s Collective. 








The LONDON orites: 


Accident, Automobile Liability, 
mobile Property Damage, Automobile 


Auto- 


Contractors’ Covent penmee: Con- 


saeaas Eleva- 
roperty 
Damage, Employers’ Liability, Engine 


General Laney. = Golf | and Game, 


Liability, Marin« 


Owners’ Liability, Owners’ Construction 


Teams Liability, Teams Property 
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THE SUPER-SERVICE COMPANY 








customer. 


HEAD OFFICE: 
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55 Fifth Ave., New York 


P. Beresford, U. S. Mgr., Phoenix Assurance Co., Ltd., of London 
D. R. Forgan, Vice Chairman, National Bank of Republic 
Fred L. Gray, of Fred L. Gray Co., Gen. Agents - - 
W. C. Potter, President, Guaranty Trust Company of New York 
Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents 


The “LONDON” must produce results—not excuses. An agent’s customers look 
to him to make good at claim-paying time, not merely with money but service. So it 
is only natural that the agent, in turn, should look to his company to make good 
up to the limit of the legitimate expectations he has raised in the mind of his 


It makes no difference whether the cover be accident and health, steam boiler, credit, 
burglary or liability, the “LONDON” comes through. 


Because it has worked for many years with agents who are particular and demand 


the best in casualty facilities and cooperation, the “LONDON?” is trained to the Super- 
Service such agents expect. 


No Double Headers—We Do Not Compete with Our Own Agents. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


DQUHTTVEUULOLUOCUEULRUVAUAOUAOUGROAOUARUAOOCLOAAEEEAAO AERA 


C. M. BERGER 
United States Manager 


New York 
Chicago 
Minneapolis 
New York 
Chicago 
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Service Beyond the 
Contract 


“We want to take this opportunity to assure you of our appreciation of the very 
courteous and expeditious manner in which this claim has been taken care of. We 
have had occasion to handle a few claims of the same general character with other 
companies, and these experiences led us to believe that a construction bon 

rather frail sort of security, the surety being so prone to hide behind technicalities 
to avoid full settlement. The broadminded manner in which this whole proposi- 
tion was handled by your office, therefore, proves very refreshing to us.” 






























* * * * 









HE F & D appreciates keenly the fact that to the man 
in the field nothing is quite so important as the manner 
in which the companies he represents take care of his 
clients’ interests. 


The F & D’s constant aim, therefore, is to so conduct its 
operations as to make.it not only easier for its representa- 
tives to obtain business, but also to keep it. 


One means by which the F & D makes possible both of 
these things is by the prompt payment of legitimate claims 
without refuge behind technicalities. 


That the Company’s efforts to make its claim service a 
little more thoughtful and interested than the average are 
recognized and appreciated, is evidenced by the numerous 
letters it receives from clients. 


The paragraph quoted above is an excerpt from one of the 
many letters of this character now on file at the Home 
Office. 


FIDELITY AND DEPOSIT 
COMPANY 


BALTIMORE 
Fidelity and Surety Bonds and 


Burglary Insurance 
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Build on the Solid Foundation 
From Which The Travelers Grew 


Accident insurance was both the 1864 
foundation and framework of The 
‘Travelers organization. 


It was the first line to be written 


by The —_ . 
The expert gained through 


the underwriting of accident in 
surance guided the builders of The 
Travelers in their development of 
other lines. 





Two small rooms on the second 
floor of this building was the first 
ate Tlome Office of the Travelers 
lhe assets accumulated through 
the development of accident 
helped to finance the other Travelers lines 
in their early stages. 

The agency organization built up to sell 
accident insurance pushed 


: 1926 
one after 


another of the 
succeeding lines into posi- 
tions of prominence and 
leadership. ; 

The goodwill which ac- 
crued from Travelers acci- 
dent claim settlements did 
much to spread the Trav- 
elers name, and popularize 
Travelers contracts all over 
the United States and Can- 
ada. 

The leads gained by our 
agents through the sale of 
Travelers accident con- 
tracts led directly to the 
sale of life, automobile, 
compensation, burglary, 
group and other Travelers as it appears today. 


lines, greatly stimulating 


ie 


in this picture 


his feet. 





The main part of The Travelers Home Office 
Neither the Training 
School nor the Printing Department is shown 


the growth and development of 
these lines. 

The same line that contributed 
so much to the growth of the 
on an agian, will 


pete “aa candle of a pros- 
perous insurance agency. 
Accident is the easiest line for 
the new agent to sell. “The com- 
missions he earns from the sale of 
accident policies will keep him and 


insurance his business alive while he is getting on 


The confidence and experience he gains 
through soliciting accident insurance make 


it easy for him to branch 
out into other lines. 

The goodwill which 1s 
engendered by Travelers ac- 
cident claim — settlements 
makes each of his policy- 
holder-claimants a booster 
for him and his Company. 

The information he ac- 
quires through the filling 
out of the accident appli- 
cations makes each of his 
accident policyholders a 
preferred prospect for life, 
automobile, burglary and 
other lines. 

Build your agency on 
accident insurance — the 
foundation and framework 
that built the greatest mul- 
tiple-line insurance organi- 
zation in the world 


TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 


THE TRAVELERS INDEMNITY COMPANY 


THE TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD, 


CONNECTICUT 
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